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: Contributes Lasting Loveliness 
To The Season’s Smartest Shoes ! 


The fine, smooth texture—chic, lustrous finish—and cor- 

































rect, fashion-keyed colors of Tandrite Calf—give this leather 





an individuality that makes satisfaction among your cust 
ers a certainty! And once a woman finds out that the 
distinctive beauty of Tandrite Calf is as lasting as it is 
lovely, you may be sure she will seek out your store the 
very next time she goes shopping for shoes! : 
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PATSY PUMP 

by 

Brown Shoe Company 
St. Louis 





Made of Hubschman’s No. 571 tan 
polished calf, over Honey last with an 
18/8 heel. No. D-2053. In stock. Also 
carried in Hubschman’s black boarded 
calf and No. 594 blue boarded calf. 


E. HUBSCHMAN & SONS, INC., PHILA., PA. 













THE EV POPULAR 


IN STOCK 
No. 10721—All Black Kid Gypsy Tie. 
Sizes 34% to 10 in AAAA to E Widths 
$4.45 
No. 10781—Same in White Kid . $4.50 
No. 10761—Same in Brown Kid . $4.45 


ON DISPLAY 
Room 1001, Stevens Hotel 
National Shoe Fair 
January 5 to 8 


E HAVE built into this ‘wrap=up_ number three inner values of quality, 
fit and comfort . . . making it a standsout in the leading stores and shoe 


departments which find the KALI-STEN-IKS MADAM-ETTES line a 


capital asset, both for convincing new customers and holding loyal ones. 


‘t- 
The fitting value of this popular style is made easier for the merchant, due to 
the extreme narrow and wide. widths. A\nd to back up our fine distributors, we 
carry them in stock. 


Your excellent fitting service and the quality values of MADAM- 
ETTES do give your customers more for their money. 
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THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN 


Post Office in Philadelphia under 
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PLATFORM 


LIGHTWEIGHT 
WHEELED EXTENSION EDGE 


LIGHTWEIGHT 
CLOSE TRIMMED EDGE 


(B/C SOLE STITCHING 
MACHINE — MODEL C 
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MATCHED PAIRS 


SELL HIM COMFORT 


The kind a man welcomes, 
—the kind Celastic helps create 


Among the factors which make fireside foot- 
wear more comfortable, and always com- 
fortable, is the light-weight box toe made 
with Celastic SLIPPER Material. 

This material like all weights of Celastic, 
introduces to the toe portion of footwear, 


three singular qualities — shape retaining 
LZ ability, linings that do not sag or wrinkle, 
THe QBALITY and more than adequate flexibility, which 


BOX TOE together assure increased wearer comfort. 
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A FAMOUS New York newspaper 
has at the top of its masthead: “All 
the News That’s Fit to Print.” We, 
however, are rather intrigued by the 
tricky little readjustment of the 
words: “All the News That’s Print 
to Fit.” 





We were caught in the horns of 
that dilemma in last week’s issue. 
The Voice of the Trade department 
—that preface to reading that sweet- 
ens the eye and tonics the mind 
with its rare and uncommon quota- 
tions from the minds and mouths 
of men in the trade and out—found 
itself with much too much copy to 
fill the allotted three pages. 

So we had a hang-over—and it’s 
not what you think! A hang-over 
of several galleys of type which 
now see the light of your eye and, 
we hope, the gleam of your appro- 
hation. 


E. S. GERBERICH of the Gerber- 
rich-Payne Shoe Company, Mt. 
Joy, Pa., says: 

“Young men are coming into 
their own in a big way. We sense 
that in the fact that after years of 
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putting the emphasis on young 
girls, the nation has again become 
sensible and realizes that boys de- 
velop into men and become soldiers 
and business men and workers and 
that the burden of the day rests 
upon men who can do the job in 
hand, physically and mentally fit. 

“We are seeing the boys’ and 
youths’ business in shoes develop 
into something stronger and better 
than just an alternate for sneakers. 
The young man now gets a bit of 
the attention and the thrill of 
clothing that formerly went to his 
sister. 








“Better shoes and more of them 
will be sold to boys and youths 
because they rate a break in this 
man’s world. No nation on the 
face of the globe neglected its 
young men and pampered its young 
women as America did in the last 
decade. The turn of the tide is 
here and we are going to be instru- 
mental in making better and 
stronger feet because they wear 
better shoes. sizes, and widths. 


“No longer is the young man 


being taken for granted. He is 
‘tops’ today.” 


A. H. GEUTING of Geuting’s, 
Philadelphia, Pa., says: 

“This New Year it is proper both 
for individuals and nations to pause 
and take stock; to profit by errors 


PRETTY COOP WORLD 





of the past in omitting blunders im 
the future. 

“In the days of Babylon, the 
builders of the Tower were con- 
founded by a confusion of tongues. 
Today there is a cosmic confusion 
of ideas. Some say civilization is 
about to fall. I disagree. Civiliza- 
tion is not going to fall. The world 
is not coming to an end no matter 
how the war ends. The world will 
move forward as Almighty God in- 
tends and out of the conflict, terri- 
ble as it is, will come new spiritual 
and material achievements in the 
arts and sciences, new techniques 
which when devoted to the processes 
of peace will bring men closer to- 
gether. For this let us all devoutly 
pray.” 
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ERNEST T. WEIR, Chairman of 
the National Steel Corporation, said 
at the N. A. M. meeting: 

“Let us proclaim the profit mo- 
live as the keystone of private enter- 
prise. The profit motive is four- 
square with human nature. There 
had better be profits during the next 
few years. By that I mean, govern- 
ment had better leave some surplus 
in the hands of business and in- 
dividuals. During the late depres- 
sion, American private enterprise 
spent 30 billion dollars from re- 
serves to ameliorate the disaster. 
Business should not regard present 
profits as applicable to the present. 
At least 50 per cent of present 
profits should be regarded as book- 
keeping entry to be set aside against 
the depression that is as inevitable 
as the rising of tomorrow’s sun. 

“Certainly if private enterprise is 
not able to help ameliorate the con- 
ditions we can expect at the end of 
the war, that will be the end of 
private enterprise. Government will 
be the only thing left. And there is 
nothing in the recent trend of gov- 
ernment to indicate that, with such 
an opportunity, government in 
America will do other than govern- 
ment has done elsewhere—take full 
control over all the activities of its 
people.” 


B. HARRISON CORT of Stacy- 
Adams Company, Brockton, Mass., 
says: 

“O. K. Here it is! Who Knows? 
One, notwithstanding his prophetic 
ability, cannot very well anticipate 
the future. In fact, we may include 
the present. Any outright statement 
of anficipations would be outright 
wishful thinking. Iriternational de- 
velopments, events, and emergencies 
at home and abroad, will govern 
our movements and decisions, eco- 
nomically. Such conclusions as one 
may draw can only stand so long 
as events govern. Our policy mak- 
ers, essentially governmental of- 
ficials in whose hands rests our 
economic destinies, cannot make 
any decisions for long range appli- 
cation. They stand only so long as 
they serve an immediate purpose. 





THERE AND HERE 
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—I'm quoting from a letter just re- 
ceived from an_ ex-shoeman 
friend of ours who is now living 
in retirement in Southern Cali- 
fornia. 

—"How | wish you might sit with me on 
our long porch looking down over the 
front garden over the fish pool and out 
to the Mexican hills. The sun has a sort 
of silvery look to it. In the shade the 
air is cool. But in the sun it is warm 
and fine. The wild birds come in great 
flocks to the bath. There are many 
kinds that arrive here in October and 
remain all Winter. | have counted a 
dozen in the bird bath at one time. 
And three or four kinds all cosily and 
chummily bathing together. How they 
splash and chatter and enjoy the clear, 
clean water. 

"Hundreds of them. 
birds from the high mountains. 
bon warblers. gambel sparrows, yellow 
finches like canaries, bush tits, sage 
wrens, towhees, larks, mockers, song 
sparrows, brown thrashers and a lot 
more | cannot classify, How they sing 
at times. They roost in our trees and 
start a chorus in the early morning that 
is perfectly glorious. That is payment 
enough for me. | retain trees and pool 
and grass and berries and things for 
their special benefit and they repay me 
in song and entertainment.” 

—-Whereas we, here in New York, 
“on the firing line,” sit at our own 
desk and contemplate allocations, 
dislocations, complications, priori- 
ties, standardization, regimenta- 
tion, higher taxes, higher wages, 
higher prices, strikes, pickets, 


WAR. 
—Ho hum! What a life! 


teresting, eh what? 


President 


All sorts. Blue- 
Audu- 


But in- 





A policy determined today may be 
revoked tomorrow. Thus, condi- 
tions to which the shoe industry is 
presently subjected, and will be 
more so, compel revolutionary 
changes in our business set-up, 
which will carry well” into peace 
time pursuits.” 


o - * 


GEORGE H. TRENTMAN of Wm. 
Eastwood & Son, Rochester, New 
York, says: 

“Everything points to a good 


Spring business and an opportunity 
to make a satisfactory profit. Con- 
fronted by price increases, however, 
retailers are facing serious prob- 
lems in the remarking of merchan- 
dise and I would urge everyone to 
do everything possible to keep 
prices in hand—for all merchants 
know that consumer resistance to 
higher prices is very likely to be- 
come more determined and may 
result in lowering the demand and 
loss of volume.” 


* * x 


JESSE J. THOMPSON of Thomp- 
son Co., Salt Lake City, Utah, says: 

“We have made plans for a sub- 
stantial increase in our business for 
the first half of 1942. This is due 
to our having some easy Govern- 
ment money in our locality. It has 
helped considerably this past sea- 
son, and if this is anything to go by, 
no doubt we will have satisfactory 
results. We have bought our 
Spring merchandise with this plan 
in mind. After the first half of 
1942 we will have to draw on our 
imagination. 

“We have every reason to believe 
that women are going to buy more 
substantial shoes than they have in 
the past. The sale of fine, light- 


weight welt shoes has made an 
interesting increase recently. High- 
styled shoes are now selling well in 
contrast to previous seasons. If 
properly styled, they are ready 
sellers. The tan family and espe- 
cially the bootmaker finish in 
women’s shoes seems to have struck 
a very favorable demand. There 
seems to be no end to what can be 
done with this treatment. We be- 
lieve these trends will continue well 


into 1942.” 
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WALKER T. DICKERSON of 
Walker T. Dickerson Company, Co- 
lumbus, Ohio, says: 

“The world events of December 
7 and December 11 involving our 
Nation definitely in a World War 
will eventuate the necessity of so 
many controls over industry, so that 
our country may achieve victory, it 
is impossible to forecast the pros- 
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pects of the shoe industry for the 
year 1942. 

“No human mind can penetrate 
the veil of mystery that lies before 
us, and as a consequence, we are 
advising our dealers to not ‘spec- 
ulate’ in shoes, but to hold their 
business as nearly liquid as condi- 
tions and circumstances will permit. 
That will be our policy and we 
shall try to sell at a profit today, 
that which we produced yesterday 
—and hope we can sell at a profit 
tomorrow, that which we produce 
today.” 





FRANK X. O'BRIEN of the Krip- 
pendorf Dittman Company, Cincin- 
nati, Ohio, says: 

“If we could only separate the 
make-believe from the real thing in 
life, what a grand world it would 
be. 

“Well, whether we like it or not, 
we will be face to face with realities 
in 1942. Shoes have got to be shoes 

. smart, practical, wearable and 
fitable—because the public will 
take none other. Business methods 
also are going through the wringer 
and what will come out will be 
square trade practices. 

“There are a lot of things we 
could eliminate from business . . . 
things that have grown up in the 
‘careless twenties,’ ‘caution thirties’ 
. . . in ‘the realities of the forties’ 
a loyal customer is going to get 
consideration. 

“Good shoes are essential and 
good marketing practices must go 
with them.” 


BENJAMIN W. CHILDS of Thomas 
S. Childs Co., Holyoke, Mass., 
says: . 

“1942 opens with many new 
questions in the minds of shoe re- 
tailers. What the year will bring 
forth is uncertain but for the open- 
ing months we are sure cost prices 
of shoes and hosiery will be higher 
than they were in early 194]. 
However, increases are not as great 
nor as rapid as they were in the 
first World War period and it is 
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our plan to keep our inventories at 
as low costs as possible in order 
to avoid the losses that are sure to 
come when the deflation period ar- 
rives. For the present we expect 
improved sales volume partly due 
to higher prices and partly due to 
increased purchasing power.” 


MORGAN GROSSMAN of Gross- 
man’s Shoes, Brooklyn, N. Y., says: 

“In my opinion the coming year 
will find the buying public in a 
much more cautious mood. The 
price situation will be a governing 
factor in this direction and the ever 
constant reminders from the Gov- 
ernment on Defense measures, to- 
gether with the income tax increases 
will act as deterrent. 

“I think that at this time a ceil- 
ing should be fixed and unless we 
do have this ceiling, we must meet 
with a run-away market which was 
so much the cause of the depres- 
sion after the last war.” 


- * 7 


(. M. CHESTER, Chairman of the 


Public Relations Committee of the 





National Association of Manufac- 
turers, says: 7 

“America enters an all-out war. 
We must be sure industry is not 
groomed for the ultimate blame. 
The public still believes, according 
to a nose-count, that industry, next 
to government, wants war—and for 
profit. Let’s continue to scotch that 
libel at every chance, in every cor- 
ner of America. 

“Industry must help the public 
jury to tell the difference between 
profit and profiteering, which the 
enemies of free enterprise purpose- 
fully confuse. 


‘ 
wh’ . 
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“We must continue to preach the 
concept that opportunity for all 
offers the greatest good to the great- 
est number. Or, as Aristotle put 
it: ‘It is not the possessions but the 
desires of mankind which require 
to be equalized.’ ” 





























“She wants this patent pump, only in blue instead of black; in an oxford instead of 
@ pump; in size 4 instead of 6 and for $2.95 instead of $4.95. Got an aspirin?" 
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CONTRACTS for 895,268 pairs of leather-soled shoes 
have been awarded recently by the Quartermaster Corps 
of the Army, the War Department has announced. 

These contracts, totaling $3,131,022.95, were awarded 
to 25 concerns located in 11 states, as follows: Massa- 
chusetts, 10; New Hampshire, 3; two each in Illinois, 
Maine and Missouri, and one each in Michigan, New 
York, Pennsylvania, Tennessee, Virginia and Wisconsin. 
About one-quarter of these shoes are to be delivered 
during this month and the remainder are to be delivered 
during January, 1942. 

Unit costs of these shoes ranged from $3.05 to $3.63 
per pair with the average cost about $3.58. Individual 
orders varied from one for 246 pairs, to one for 80,000 
pairs. The average order was for about 35,000 pairs 
of shoes. 


7 * * 


FAR eastern hostilities, with a consequent slowing 
down of shipping, will have a drastic effect on leather 
tanning and dying if the supplies of chrome ore are 
One-third of the United States 


supply comes from the Far East. 


shut off as a result. 


a a * 


THE cost value of inventories held by chain shoe stores 
rose about 6 per cent during October and the month-end 
total was 17 per cent higher than-for October of last 
year, according to Department of Commerce figures. 
The high volume of sales this October however, held 
the store sales ratio for the month to about the same 
number recorded a year ago. 


* ~ * 


PROSPECT of a 1942 Revenue Act to raise $5,000,000,- 
000 being passed early in the new year seems certain, 
in view of the war. The bill will likely include a with- 
holding tax to be deducted from wages and salaries of 
somewhere between 6 and 15 per cent, an increase to 


75 per cent in excess profits taxes, with graduated rises 
for smaller corporations, increased surtaxes on incomes 
in the middle brackets between $6,000 and $35,000 a 
year. 





PICK OF THE AIR CORPS 
_ Picture on Opposite Page 
Story on Page 28 
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SOCIAL Security payments by employees and em- 
ployers alike face an increase to 2 per cent in old age 
and survivors’ benefit levies. Also, there is a proposal 
that unemployment insurance be federalized, with em- 
ployees contributing an additional 1 per cent. If both 
measures are passed, revenue of over $1,500,000,000 


will be realized. 


CONTROVERSIAL proposals which will probably not 
be passed are: a limitation of 6 per cent profit on busi- 
ness, elimination of the alternative average earnings 
basis for computation of the excess profits tax, manda- 


[TURN TO PAGE 28, PLEASE] 














THis year of 1942 Will be a year of decisions. There is 
little doubt in the minds of most people that it will be 
the year of decision so far as the war is coneerned. Not 
that peace can be expected to materialize in 1942, but 
the course of events during this year, from a military 
standpoint, will in large measure determine the out- 
come. That appears certain in every sphere of opera- 
tions, on the eastern European front, in the Far East, 
in Africa and in the Atlantic. It is conceivable that the 
fortunes of war might favor the Axis on one of these 
fronts in 1942, and that the Allies might still achieve 
victory in the end. But from present indications the 
general outcome of the campaigns that will be waged 
in these several theaters of war this year will provide a 
pretty accurate forecast of the outcome. 

Nineteen forty-two will also be a year of decision for 
Americans in other ways. For the business man, mer- 
chant or manufacturer, it will raise questions that will 
demand prompt, decisive answers. Nineteen forty-two 
will pose problems more complicated and difficult than 
those of any other year that business men of this genera- 
tion can remember. It will be a year in which the 
energies, abilities and resourcefulness of business men 


will be tested as they have never been tested before. 


To meet the problems of this year intelligently, busi- 


} 


is 
i Le 


ness management should face the future in a realistic 
way. The men who hold executive positions and make 
the decisions should keep in the forefront of their minds 
the fact that America is at war and that every business 
man in America is a soldier in this war. This statement 
isn’t written in a spirit of patriotic propaganda. It is 
written rather in a spirit of self preservation. The busi- 
ness that has the best chance to survive and perhaps to 
prosper to some reasonable degree will be the business 
that recognizes realistically that war and victory come 
first in °42, and that business can continue to profit, even 
to operate, only to the extent that it can integrate its 
operations into the war effort or carry on its legitimate 
function of supplying civilian need without interfering 
with the war effort. That may be easy for some busi- 
nesses to do. It may be difficult or impossible for others. 
No business man will be content to say, “I cannot adjust 
my business to this situation and therefore I must close 
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up my shop.” But unless the management can find a 
way to carry on and function in harmony with the war 
effort, or at least without impeding or interfering with it, 


ing hand in industry become of supreme importance in 

this emergency. The future of many a factory and store 

over the next ten years, perhaps permanently, will be 

determined by the reactions of the managerial mind to 

the questions raised and the problems posed by this 
emergency. Wise management will be vital in 1942. 

Having gone the full distance in co-operation to make 

the nation’s war effort effective, business men have 

a right to expect certain things of Government. 

They have a right to expect that interference 

with normal business will not be 

carried beyond the point of what is 

necessary to protect the interests of 

the nation in the successful prosecu- 

tion of the war. Government bureau 

heads and the vast number of new agencies entrusted 

with activities made necessary by the war effort are 

not always endowed with supernatural vision, although 


TEAR Of DECISIONS 


FUTURE OF MANY A BUSINESS, AS WELL AS WAR'S 
OUTCOME AND THE COURSE OF THE WORLD'S HIS- 


TORY, TO BE LARGELY DETERMINED IN THIS YEAR 
BY THE WISDOM AND RESOURCEFULNESS OF LEADERS 


someone else may say that very thing. That someone else 
will be Government. 

Government is pretty serious about this business of 
winning the war. Right now, it isn’t very much con- 
cerned about anything else. A lot of business men have 
found that out when they have hurried to Washington to 
protest against some adverse ruling on priorities or allo- 
cations. “I'll have to close down my factory” has been a 
common complaint. It hasn’t always registered very im- 
pressively. The stock answer is that the Government is 
trying to the best of its ability to avoid shutdowns, and 
the losses and unemployment that result from them, but 
that nevertheless winning the war comes first. After all, 
young men have had to sacrifice careers, future pros- 
pects, health and even life itself. So Government isn’t 
likely to stop doing things it deems essential because 
somebody might have to shut down a factory. 

But just as military casualties can be minimized by 
sound decisions and prompt action on the part of officers 
in the Army or Navy, so can many business casualties be 
avoided or minimized by wise decisions made at the 
right time and by resourcefulness in finding ways to 
adapt business methods and operations to the new con- 
ditions. So management and the function of the guid. 
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they sometimes think they are. Most of these men 
try to be fair and reasonable; a few may occasionally, 
under the stress of the times, assume an attitude that 
is arbitrary or arrogant. But neither the Constitution 
nor the Bill of Rights has been suspended, even for 
the duration of the emergency. If business is treated 
unfairly, it has.the right to talk back and if necessary 
fight back, so long as it resorts to lawful means to 
redress its grievances. 

Business men also have the right to insist that no 
war-time restriction be continued after the situation that 
made it necessary has ceased to exist. 

There will be difficult decisions to be made in connec- 
tion with labor in 1942, although we believe that, gen- 
erally speaking, labor will recognize its responsibilities 
in the war effort and endeavor to be fair. If it fails to 
do so, the strong arm of Government will undoubtedly 
be further strengthened, and will not hesitate to crack 
down when the interests of the nation are in any degree 
jeopardized. Wise employers will also try to be fair 
and considerate in dealing with these questions of labor 
relations. The worst mistake any employer could make 
would be to try to use the emergency to deprive labor of 
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6000 PAIRS of SADDLE 


That the girls are proud of their “Armishaw’s” is evidenced by this group 


of students. 


OVER 6000 pairs of elk-finish, rubber-soled saddle 
oxfords sold in a family shoe store in one year! 

Unbelievable? Just check with D. H. MacAllister of 
Armishaw’s, Portland, Ore., or either of his sons for 
verification. It sounds like some sensational promo- 
tion, like giving a house and lot with each pair, but it 
was nothing of the sort. Armishaw’s is a reliable “mid- 
dle-of-the-road” shoe store, one which has always sold 
good shoes and sold them right. This record illustrates 
what can be done by a promotionally-minded family 
shoe store, when it really gets behind an idea. 

The shoe under consideration is of regular stock, made 
by a well-known Maine moccasin manufacturer. It is 
similar to saddles sold in nearly every shoe store in the 
country catering to the younger trade, yet different 
enough that the girls easily recognize a pair of “Armi- 
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Note the big “Saddle-Card” in the background. 


shaw’s,” as they refer to them, when they see them on 
their friends. The retail price is regular, too. Just two 
numbers are stocked, a tan and white and a black and 
white. 

Buyers of these shoes are the girls of high school and 
college age, first of Portland, then of nearly every high 
school in the state of Oregon. So great is the acceptance 
of these shoes that entrance requirements in certain 
sororities include the applicant be shod in Armishaw’s 
saddle oxfords. 

A clever way of dramatizing school girl interest in 
the shoe is to have each purchaser enroll her name and 
school in a huge permanent record of the Armishaw 
Saddle Club book. This loose leaf book has pages mea- 
suring 30 by 40 inches and records about 300 names on 
a page. Growth of the popularity of the shoe may be 
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OXFORDS in a YEAR... 


gaged by these records; first year, six cards were needed 
to record the names; second year, 13 cards, while this 
year 21 cards have already been filled out. Multiply 
these cards by 300 and the number of pairs will be 
revealed. Nice going, what? 


GIRLS thumb through the book at will. Occasionally 
the book is used to good advantage in connection with 
a window promotion. 

In 1939, before school opened, Armishaw’s realized 
they were going to run short of sizes and had 100 pairs 
of these shoes air expressed to them from the factory 
at a cost of $1.70 per pair, as the sizes were needed in a 
hurry. A clever bit of capitalization was done in con- 
junction with this, which resulted in sufficient publicity 
to warrant the extra air express expense being charged 
to advertising. A good-sized cartoon was drawn for win- 


dow display purposes. This showed an airmail log of 
the country from Wilton, Me., to Portland, Ore. Port- 
land’s Daily Oregonian gave the stunt a big story. So 
great was the interest, girls were awaiting the ship- 
ment’s arrival in the store. 

Actual selling of these shoes is not a very hard job. 
The salesmen know the girl will want saddles and ask 
only one question—“tan and white or black and white?” 
A shoe salesman can easily sell these saddles at the 
rate of 15 to 20 pairs an hour, as it is simply getting 
the size, the money, and away they go. 

When prices went up this Fall, Armishaw’s took a leaf 
from the chain grocery store price-raising tactics. If a 
stiff price advance is made at once, it may result in the 
loss of a sale, but if a couple of small advances are made, 
the ultimate raise is somewhat cushioned. So Armi- 
shaw’s prices went from $4.95 to $5.25, to $5.50. 


HOW ARMISHAW'S, IN PORTLAND, ORE., ACHIEV- 


ED THIS EXTRAORDINARY RECORD WITHOUT 


RESORTING TO HIGH PRESSURE PROMOTION. 


Above—Students sign the “Sad- 

dleCard,” a large loose-leaf 

record of all who buy Armi- 
shaw’s saddle oxfords. 


Right—Saddle-fitting time at 
Armishaw’s. Salesmen find that 
selling saddles amounts to de- 
termining which of the two 
styles is preferred and what 
size is needed. The shoes sell 
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SPORT: SHOES for DEFENSE 


& 

ALMOST over night, with the sudden entry of this 
country into the war, physical fitness has become a 
patriotic duty. Every kind of sport or exercise that 
contributes to the building up of health and morale 
can be considered a weapon of national defense. Your 
entire sport . . . including walking . . . shoe department 
has compelling new promotional possibilities. You 
have the words of our National Director of Civilian 
Defense himself as the keynote for your sport-shoes-for- 
defense promotions. 


Right: Classical saddle oxford for bi- 
cycling and general sport from Morse & 
Rogers, Division of International. The 
“Wimbledon” oxferd for tennis and 
general sport wear from A. G. Spalding. 





BETTER HEALTH FOR EVERY MAN, WOMAN AND CHILD IS A VITAL 
PART OF THIS COUNTRY’S DEFENSE PROGRAM. EXERCISE IS ONE 
OF THE WATCHWORDS IN THIS PROGRAM. YOU CAN TAKE AN 
ACTIVE PART IN THIS CAMPAIGN BY PROMOTING YOUR SPORT 
SHOES AS ESSENTIAL TO THE “KEEP FIT FOR DEFENSE” EFFORT. 


“Civilian Defense,” says Mr. La Guardia, “has two 
tasks.” The first is to “defend (our) homes and liber- 
ties.” “The second is to better the health, economic 
security and well-being of our people, to make our coun- 
try strong.” 

To put this ideal into practical operation the Office of 
Civilian Defense organized last September a division for 
Physical Fitness. Alice Marble, twice winner of the 
women’s national tennis championship, and John B. 
Kelly, former Olympic sculling champion, are the Na- 
tional Directors. Local directors have been appointed for 
the nine regional areas. Four watchwords have been 


Opposite page, five good walking types. Reading 
clockwise, beginning lower left: Flexible welt from 
Marshall, Meadows & Stewart. Sturdy flexible low 
heel welt from J. P. Smith. Moccasin vamp oxford 
in vegetable tanned leather with interesting an- 
tiquing from G. H. Bass. Ghillie on “station wagon” 
heel from A. Sandler. “Service” type in polished 
calf with crimped vamp from Walk-Over. 


Hy and tor FUN 


adopted. They are sleep, food, mental hygiene and 
exercise. Proper exercise for every age and type is 
the goal. Local, industrial and institutional groups are 
being organized. These utilize the athletic facilities of 
schools, clubs, etc. A chart of simple setting-up exer- 
cises for home use for men and women has been printed. 
These exercises are carefully graduated to suit age 
groups from 15 years to over 31. The time limit for 
each exercise is also carefully graduated and limited. 
Already such a group as the New York Y. W. C. A. has 
held a series of free exercise and nutrition classes for 
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Above, reading clockwise beginning lower left: 
Soft ball shoe. Roller skating shoe. Bowling 
shoe. Three smart functional shoes from Brooks. 


Left: Two smart tan and white golf 
shoes with interesting trimming varia- 
tions. Top from Stetson. Bottom from 


M. N. Arnold. 





THE SHOE INDUSTRY 
AND THE WAR 


QUESTIONS OF VITAL IMPORTANCE THAT CONFRONT MANUFAC- 


TURERS AND MERCHANTS AS AMERICA GEARS ITSELF TO DEFEND 


THE WESTERN HEMISPHERE AND MAKE VICTORY CERTAIN IN THE 


WORLD-WIDE STRUGGLE TO PROTECT OUR WAY OF LIFE. 


ON DECEMBER 24th, after this article was in type, the 
Office of Price Administration issued a ceiling order cover- 
ing all types of leather. This was the first consequence of 
the war for the leather and shoe industries, since prior to 
America’s entrance into the conflict it had not been deemed 
necessary to establish any controls over leather prices. Freez- 
ing of leather prices is a vital straw in the wind for the shoe 
industry. OPA has time and again insisted that its paramount 
objective is to arrest and forestall any inflationary tendencies 
in the prices which the government and civilian consumers 
must pay for finished goods. Consequently, now more than 
ever, shoe manufacturing and distributing policies must be 
guided by the realities of a war economy. More than ever 
it must become necessary to stress the character of the prod- 
uct and to merchandise quality rather than the meaningless 
symbol of price. 


IN the week beginning December 8th, one uncertainty 
confronting business was resolved: The United States 
was at war. There was no longer any question about 
how long business as usual could persist; the outlines 
of a war economy became a grim reality. America had 
to gear itself to the colossal task of defending the 
hemisphere and achieving victory in a life and death 
struggle. 

With the entrance of the United States into the war, 
the two salient questions confronting the shoe industry 
are, first, the part which the industry can assume in 
the defense effort, and second, the controls or restric- 
tions which may affect output or demand. Neither ques- 
tion can be answered definitively yet because the answers 
will hinge very largely on the sequence of military 
events. Once again naval power and trade routes, the 
progress of military strategy, are matters of the gravest 
concern to shoe manufacturers and retailers. For the 
time being, it is at least essential to keep certain facts 
and possibilities clearly in mind. 

Military needs come first. That is basic and axiomatic 
for the duration. While the country was nominally at 


peace, defense agencies still endeavored to make the 
transition to war production as painless as possible by 
accommodating civilian needs. The war has dispelled 
the last vestiges of the “guns and butter too” atmos- 
phere. There can be no compromise now that grim 
necessities have to be faced and the urgency of achiev- 
ing maximum defense production is highlighted for 
America by daily bulletins and communiques from a 
fighting front. 


UNDOUBTEDLY manpower under arms will be in- 
creased and the services will therefore require greater 
quantities of shoes and other leather products. When the 
war broke, there were almost two million men under 
arms in the forces of the United States, and the govern- 
ment’s purchases of footwear in 194] aggregated about 
16 million pairs. Not all of these shoes were needed for 
immediate use, since a good part represented acquisition 
of necessary stocks for supply depots and camps. Conse- 
quently, an increase in the size of the Army and the Navy 
would not necessarily involve a parallel increase in de- 
mand for footwear. Since the government’s call upon 
shoe factories will be determined by the rapidity with 
which new men are inducted into the services future 
requirements cannot be forecast now. There is, however, 
a rule of thumb means for gauging future Army and 
Navy needs. The men in the services will need, on the 
average, about five pairs of shoes per year. Conse- 
quently, if the Army is doubled in 1942 the Quarter- 
master will have to provide five pairs of shoes for some 
four million men. 

Twenty million pairs or even more of service foot- 
wear does not represent a great proportion of the shoe 
industry’s output or capacity and is, in fact, a strikingly 
small percentage of the total 1941 production which 
reached the half-billion mark. Nevertheless, the effort to 
provide the government with all the shoes and other 
leather products it requires as well as the general eco- 
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AN INSTINCTIVE 
HUMAN NATURE, COMBINED WITH EX- 
PERT KNOWLEDGE OF FEET, SHOES AND 
SELLING TECHNIQUE, PROVIDES THE 
FORMULA THAT CHALKS UP SALES 


| WAS not born to sell shoes; but I have to do it. I 
know someone who WAS born to sell shoes and IS 


_selling them. He is my boss. The man is a genius. | 


don’t know how he does it—but he knows the magic 
words. Not only that; he has another advantage: he 
doesn’t have the LOOKS. Remember, I said looks, not 
personality. What I mean is that he doesn’t LOOK like 
a salesman, and whatever he is saying you believe the 
guy. He is that harmless looking. He is short and 
dried-up looking. His head is just half covered with 
hair; the other half has fallen out, I mean the hair. He 
is a youngish man, dresses on the sloppy side—but his 
finger nails are ALWAYS clean and well trimmed. 

The store is fairly large, in a small town and caters 
to a family trade. Many of the customers call him by 
his first name. But he glows when his help call him 
Mr. Brown, or even when his family addresses him this 
way in front of the help. He argues with all of the help, 
and they all talk back to him. Finally he shouts, “Who 
is the boss here—I AM!” And they all say quietly, 
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“Yes, boss, you are.” That ends the argument, and he 
is pacified. 

Then a customer walks in. She is past middle age, 
pompous and stern looking, with fat ankles. 

The boss goes forward. No one else moves. We all 
know instinctively that she is going to be difficult and 
that the boss will have to handle her, in fact he wants to. 
So, we suddenly become vaguely preoccupied with some 
very difficult problem of getting a cover to fit EXACTLY 
right on a shoe box, or some dead flies have suddenly 
been noticed and must be brushed off—right away. 


“How do you do-o,” says the boss with a simple, dis- 
arming smile that would melt an ice floe. “Can | help 
you?” And he looks right into her eyes with a benign 
glow. Still smiling amiably, he motions her to a seat 
with the graciousness accorded a duchess, and she sits 
herself down with that feeling of being important. He 
remains standing until she is seated. That’s Technique 

[TURN TO PAGE 37, PLEASE] 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Do It Yourself in °42 


WELL, you are in for it—a tough and difficult year. 
The merchant is in for his greatest testing. If he is a 
man instead of a mouse, he won't grouse but do his 
part and continue to live as a business man, in spite of 
everything. 

There is something within the article itself—shoes— 
universally worn by men, women and children, that 
makes it live through the ravages of war and the pros- 
perity of peace. The man who can make judgments of 
the right sort is going to come through this thing— 
maybe the better for it. 

For too many years now, many merchants have leaned 
heavily on somebody else to do most of the work for 
them. The merchant picks a strong line and expects the 
factory to bring the customers into the store; prepare 
his window displays, his advertising; do everything for 
him but put the shoe on the customer’s foot. 

Well, that man is going to learn to be a merchant once 
again. He is going to learn to cooperate with his 
sources of supply in a more efficient distribution of 
footwear instead of asking for everything and anything. 
He’s going to carry the ball himself and the business 
will be the better for it. 

There is no question but what the supply of goods 
available for civilian consumption will be reduced to 
meeting the expanding needs of war. The merchant 
who has good inventory—bought and paid for—is going 
to win out—because, regular selling, in a regular way, is 
going to take the place of hysterical promotions and 
glamourized ga-ga. 

That the public never forgets its feet and its fashion— 
has been proved in England and Europe and far away 
places—even with bombing going on. There is some- 
thing amazingly constant about footwear. 

We are not expecting the millenium, but there is 
something to strive for along the line of belief held by 
that eminent Supreme Court Justice, the late Louis D. 
Brandeis. He said: 

“If we wish to preserve the small dealer from destruction, 
we may be compelled to require that all retailers, large 
or small, be enabled to purchase the same article at the 
same price, applying the one-price policy throughout. Many 
enlightened manufacturers have already abandoned the prac- 
tice of giving quantity discounts, coming to this conclu- 
sion: that if they wish to preserve the small retailer they 


must do so. 
“The community is not yet at the point where it is ready 


: apply generally the principle by which it has protected 

e shipper in Tespect to the railroads, which the United 
+ ata applies in the sale of stamps and the parcel post 
service.” 


Most “branded” shoes are one-priced—both at whole- 
sale and retail. 

Right now the important trade news is—“leather of 
all types, grades and qualities may not be sold above the 
highest prices that prevailed during the period of No- 
vember 6-December 6,” under the provision of a new 
emergency ceiling schedule issued by Leon Henderson 
of the Office of Price Administration. The new schedule 
went into effect December 29. When you freeze the 
price of leather, you do something, by law, that defi- 
nitely says: “Shoe prices must not take an inflationary 
rise because of shortages to come.” 

Now in this ruling handed down by Leon Henderson, 
there is a very significant paragraph: “All forms o/ 
selling, excepting retail, are covered by the new sched- 

e.” Retailing has been given a breathing spell—or at 
least an opportunity to show by its deeds that it will 
not take advantage of this liberty made by this exception. 

We had better watch out that this isn’t a form of trap 
because, if a store, short of merchandise, raises its 
prices because it knows the public will buy—and raises 
those prices above a normal mark-up—something will 
happen. Several thousand retail investigators are on 
the job. 

Remember, this is war and the most serious war that 
America has ever undertaken. We are in a very humili- 
ating position as far as Pacific activities are concerned. 
We may have a world-wide job ahead of us . . . 50 per 
cent of our total production may be for war alone. 

The temper of the land is not to make this a Roman 
profit holiday for retailers nor for anyone else, for that 
matter. The public will pay a fair price—and evidently 
the government has ways and means of holding all trade 
to the “fair price” line. 

The worst that can happen, and it may asin here, 
is an all-over system of war time price control. That’s 
being tested out in Canada. It’s a check against civilian 
production pressures and a deterrent to pushing retail 
prices upward. Let’s hope that in the United States we 
can have a voluntary cooperation rather than govern- 
mental fiat. 
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APPLYING MACHINE 
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solvent. 

















GAC SOLVENT 
APPLYING MACHINE 
MODEL B 
Barrel type nozzle. 
Straight feed. 





A FACTUAL 
RECORD OF PROGRESS 


United engineering has 

brought about improvements 

that conserve cements and 

solvents at a time when the 

elimination of waste is vital 
in shoe manufacturing. 
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Cross Feed 
Barrel Type Nozzle 
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1942—Year of Decisions 


any of the hard won economic or social 
advantages it now enjoys and which 
it guards so jealously. That, more than 
anything else, might tend to precipitate 
a cataclysm the consequences of which 
few of us would care to contemplate. 

On the other hand, both business and 
Government should be quick to recog- 
nize and rectify mistakes that have 
been made in labor policy and labor 
legislation. There is no room in Amer- 
ica, in the present emergency or ever, 
for the labor racketeer. Justice in labor 
relations, as in other relations of life, 
must be even-handed justice. Legisla- 
tion which has been found by experi- 
ence to infringe on the rights of the 
employer should be speedily amended. 
There appears to be a recent tendency 
to interpret certain sections of the 
Wagner act so as to give more consid- 
eration than formerly to the just claims 
of employers. Where this proper objec- 
tive cannot be successfully accom- 
plished through judicial interpretation, 
Congress should not hesitate to amend 
the act. 

There will be political decisions to be 
made, also, in 1942. And despite the 
fact that America today is a unified na- 
tion in the prosecution of its war effort, 
we hope Americans will have the op- 
portunity to divide politically, in ac- 
cordance with their constitutional right. 
We hope no undue pressures will be 
put upon them. We hope that every 
soldier and every sailor will have a 
chance to cast his vote when November 
comes around and the nation approaches 
the serious business of electing a Con- 
gress. 

We hope Franklin D. Roogevelt will 
not repeat the error of Woodrow Wil- 
son in using the prestige of his office 
to try to continue his party in power 
in time of war. This is America’s war 
and on its successful outcome may de- 


[CONTINUED FROM PAGE 13] 


pend the continuance of the American 
way of life. It isn’t a Democratic war 
or a Republican war, and we hope it 
isn’t going to be a New Deal war 
either. There are men in government 
who will be strongly tempted to make 
use of the emergency to put into effect 
theories they have advocated but which 
the American people have thus far not 
accepted. We hope they will not yield 
to the temptation, or be permitted at 
this time to impose their ideas on the 
American people in an un-American 
way, under the guise of war-time neces- 
sity. 

To win this war, America must be 
prepared to sacrifice as it has never 
sacrificed before. Not only must it sac- 
rifice its youth and manhood, but it 
must be prepared to pour forth its 
treasure in a never-ending stream to 
provide the weapons and equipment 
with which its men must fight on land, 
on sea and in the air. But here, too, 
America has a right to expect some- 
thing of its government. It has a right 
to expect that this vast treasure will 
be expended honestly and carefully, 
without waste or extravagance. While 
billions are poured into guns, arma- 
ment, ammunition and equipment, non- 
defense expenditures of government 
should be rigidly curtailed. 

And the dollars devoted to defense 
should be spent with a firm determina- 
tion that every dollar must buy a 
dollar’s worth. There have already been 
too many reports of the activities of 
contract brokers and politicians reap- 
ing unearned profits at the expense of 
the defense effort, for which Ameri- 
cans are to be taxed until it hurts. 
There will be a day of reckoning for 
anyone in the government service who 
plays politics with the national defense 
or who permits the smell of graft to 


permeate the atmosphere of high re- 
solve with which a unified nation ap- 
proaches this solemn enterprise. 

Regardless of cost or expenditure, 
however, the main objective of winning 
the war must be achieved, and in this 
mechanized age, that means weapons 
without stint. Never again must Amer- 
ica be caught unprepared. The lessons 
of Pearl Harbor and the Philippines 
must not go unheeded. Long before 
war clouds began to gather in the East, 
General Douglas MacArthur presented 
a plan for the military defense of the 
Philippines, but Congress and the Ad- 
ministration were preoccupied with 
other concerns. In choosing the next 
Congress, the American people must 
make sure the men they send to Wash- 
ington are fully conscious of their re- 
sponsibility to provide the defenders of 
American liberty with the, weapons 
they need to fight a modern war. 

Many thoughtful Americans are con- 
cerned lest, having won the war, Amer- 
ica may find it has failed to achieve 
many of the objectives that prompted 
the nation to enter it. Whether or no 
this happens may depend on the deci- 
sions to be made by millions of ordi- 
nary, average American men and wo- 
men in 1942, particularly in connection 
with the election of the Congress. We 
don’t believe Americans should ap- 
proach that grave responsibility with 
a view to choosing representatives and 
senators who are Democrats or Re- 
publicans, New Dealers or Conserva- 
tives. We helieve that every American 
who exercises his franchise in 1942 
should first make certain that the men 
he votes to send to Washington are 
men who, come what may, will stand 
firm for the preservation of the rights, 
the privileges and the way of life for 
whose protection millions of young 
Americans are going out to fight. 





Nathan Hack Makes Sons 
Partners in Business 


Detroir, MicH.—The Hack Shoe 
Company, founded by Nathan Hack, 
well known nationally in the field of 
corrective shoe fitting, has been reor- 
ganized as a partnership instead of a 
corporation. Basic purpose of the 
change, Mr. Hack said, is to allow his 
two sons, Dr. Morton Hack and Leon- 
ard Hack, to become full partners in 
the company. Both have been associ- 
ated with the store for some years, 
with Dr. Hack maintaining his suite of 
offices in adjacent quarters. 

Both had a small interest in the cor- 
poration, but the new setup makes the 
sons jointly partners with their father. 
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Shoe Man Opens New 
Styling Service 

NEw YorK—Production of a limited 
number of women’s high-grade style 
shoes to be used in trying out new 
styles is a new service being offered to 
the shoe trade by A. D. Albee. Mr. Al- 
bee has had extensive experience in the 
shoe business. Formerly President of 
the Albee Shoe Co. of Montreal, he was 
at one time Superintendent of the Ban- 
croft Walker Co. of Waltham, Mass. 

With a plant located at 10 East 46 
Street, Mr. Albee develops his style 
ideas in pullovers as well as in finished 
shoes. One chain is making extensive 
use of the finished shoes as a “lab- 
oratory” test of new styles, materials, 
etc. 


Green Shoe Co. Gives 
Defense Stamps 


Boston, Mass.—The Green Shoe 
Mfg. Co., of this city, makers of chil- 
dreri’s shoes, canceled their annual 
Christmas dinner and party given for 
the hundreds of company employees. 
In lieu of the usual party the company 
gave the employees approximately a 
thousand dollars’ worth of United 
States Defense Stamps to serve both 
as a Christmas gift and to encourage 
further purchases of the stamps. 

S. L. ‘Slosberg, sales manager of the 
company, reports that the sale of addi- 
tional stamps through the company’s 
offices showed an immediate increase, 
and is continuing at a high rate. 
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Price Ceilings Order for Leather 





Office of Price Administration Directs Freezing of Maximum 
Prices at Highest Levels of Month Preceding 
War with Japan 


rOLLOWING is the complete text of 
the order issued by the Office of Price 
Administration on December 24th, fix- 
ing ceiling prices on leather: 


TITLE 32—NATIONAL DEFENSE 
CHAPTER XI—OFFICE OF PRICE 
ADMINISTRATION 


Part 1314—Raw Materials for Shoes 
and Leather Products 
Price Schedule No. 61—Leather 


The declaration by the Congress of 
the United States that a state of war 
exists between this country and the 
Axis nations makes it imperative that 
immediate steps be taken to protect the 
civilian population against increases in 
the cost of shoes and other leather prod- 
ucts. Hostilities in the Pacific have 
raised the possibility of decreased sup- 
plies of imported hides and skins. At 
the same time there is every likelihood 
of an increase in the leather require- 
ments of the armed forces of the United 
States and of an increase in the quan- 
tities of leather and of leather raw 
materials to be furnished to those who 
are now our allies. This combination 
of circumstances, unless forestalled, 
would result in a bidding up of prices 
of leather and leather products, which 
in time would substantially increase the 
cost of living of the civilian consumer, 
and at the same time increase the direct 
cost of the war effort. As a measure of 
public interest it becomes necessary to 
establish maximum prices for leather. 

It is contemplated that, after com- 
pletion of studies now being made by 
the Office of Price Administration, a re- 
vised schedule covering leather will be 
issued. -If the studies so justfy, maxi- 
mum prices lower than those set forth 
herein may be established. 

Accordingly, under the authority 
vested in me by Executive Order No. 
8734, it is hereby directed that: 

1314.51 Maximum Prices for Leather. 


(a) On and after December 29, 1941, 
no person shall sell, offer to sell, deliver 
or transfer leather at prices higher 
than the maximum prices establshed 
herein; except that contracts entered 
into prior to December 29, 1941, calling 
for a price higher than the maximum 
prices may be carried out at the con- 
tract price. 

(b) (1) The maximum price shall be 
the highest price contracted for or re- 
ceived by the seller for the sale or de- 
livery during the period between No- 
vember 6, 1941 and December 6, 1941, 
inclusive, of leather of the same type, 
quality and grade to a purchaser of the 
same general class. 

(2) If during said period no such 
sale or delivery was made, the maxi- 
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mum price shall be a price in line with 
the maximum prices for related types, 
qualities and grades of leather deter- 
mined in accordance with subparagraph 

(1) above, to purchasers of the same 
general class. 

(3) No seller of leather shall in- 
crease the maximum prices established 
by this Schedule by requiring a pur- 
chaser te pay transportation or other 
charges in connection with a sale or 
delivery of leather which such purchaser 
would not have borne during said 
period. 

(c) Sales at retail are expected from 
the operation of this Schedule,* 

* Sections 1314.51 to 1314.60, inclu- 
sive, issued pursuant to the authority 
contained in Executive Orders Nos. 
8734, 8875, 6 F. R. 1917, 4483. 

1314.52 Less than Maximum Prices. 
Lower prices than those established by 
this Schedule may be charged, demand- 
ed, paid or offered.* 

1814.53 Evasion. The Price limita- 
tions set forth in this Schedule shall 
not be evaded whether by direct or in- 
direct methods in connection with a 
purchase, sale, delivery or transfer of 
leather, alone or in conjunction with 
any other material, or by way of any 
premium, commission, service, trans- 
portation, or other charge, or by tying- 
agreement or other trade understand- 
ing, or by making the discounts given 
or other terms and conditions of sale 
more onerous to the purchaser than 
those available or in effect on Decem- 
ber 6, 1941, or by any other means.* 

1314.54 Recrods. Every person mak- 
ing sales of leather after December 29, 
1941, shall keep for inspection by the 
Office of Price Administration, for a 
period of not less than one year, com- 
plete and accurate records of each such 
sale, showing the date thereof, the name 
and address of the buyer, the price con- 
tracted for or received, and the quan- 
tity of each type, quality and grade of 
leather sold. Every such person shall 
also on or before January 10, 1942, have 
available for inspection by Office of 
Price Administration a record of his 
prices for all sales and deliveries of 
leather during the period between 
November 6, 1941 to December 6, 1941.* 

1314.55 Reports. Persons affected by 
this Schedule shall submit such reports 
to the Office of Price Administration, 
Washington, D. C., as it may, from time 
to time, require.* 

1314.56 Affirmation of Compliance. 
On or before January 10, 1942, and on 
or before the 10th day of each month 
thereafter, every person who, during 
the preceding calendar month has sold 
leather, whether for immediate or fu- 
[TURN TO PAGE 37, PLEASE] 














“it’s a Privilege to sell 
Health Spot Shoes” 





says 
Mr. N. A. Gabrielson 
MANAGER 
HEALTH SPOT SHOE SHOP 


15 WEST 9TH STREET 
ERIE, PA. 


He further states, “For many 
years I have been selling s 
and the so-called co 

shoes, and I now feel that my 
choice for life work has been 
wisely made.” 


Mr. Gabrielson’s remarks. are 
based on a personal oe ee 
of going into a new Health Spot 
Shoe Shop and seeing: the vol- 
ume grow steadily month after 
month. 


The “formula” for this ever- 
increasing volume is the combi- 
nation of Health Spot Shoes and 
the operator’s ability to make an 
intelligent presentation and fol- 
low through with accurate fit- 
tings. ' 


The operator is amply repaid 
for his endeavors, with a weekly 
salary AND a liberal share of 
the profits. The more he puts 
into the job, the more he gets 
out of it. 


MEN WANTED 


New Health Spot Shoe Shops 
are constantly opening, creating 
opportunities for capable experi- 
enced retail shoe salesmen. 


No investment is required. 


Send for an application blank 
today! 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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OTHER PEOPLE’S IDEAS 


by JOHN F. W. ANDERSON 


Ten Per Cent to the American 
Red Cross 


We recently received a very interest- 
ing letter from proprietor Herman 
Friedman of Scientific Shoe Fitters, a 
Bridgeport, Conn., shoe store, describ- 
ing a recent promotion that proved 
very effective. 

On Sunday, December 21, he ran 
four by six inch ads in the Bridgeport 
Sunday Post and Sunday Herald of- 
fering to “Donate 10 per cent of Your 


* Purchase to the War Relief Fund o 


the American Red Cross.” . 

As Mr. Friedman says, “Just im- 
agine how soon the American Red 
Cross would reach its quota if every 
shoe store big or small gave 10 per 
cent of its cash sales for one day to 
this most important of all causes at 
this time. 

“It certainly would hurt no one and 
the good that it would do is so great 
that it cannot be measured. 

“As for myself, I can tell you that 
the public reaction was unusually 
good.” 

Mr. Freidman, we thank you for a 
fine suggestion. 


* * # 


Two column by 10% inth ad that 
appeared in the N. Y. Times 11 days 
before and 3 days after Christmas. 
The punch line that brought ’em in 
was, “You have no idea how cold 
those barrack floors get.” 


26 








for service men...night owls... frozen turnips 


WARM ZIPPER BOOT 
If he's in the Service this Zipper Boot is 
perfect. (You have no idea how cold those 
barrack floors get.) Most comfortable 
slipper.2 man can wear. Women, too, are 
buying them like mad. Warm, fleecy cloth 
uppers. Zipper front. With new type flex- 


ible Foot-Tred sole. Sizes 
6 to 12. 92.95 





WEBER AND HEILBRONER, 300 Fourth Ava, N. Y. C (Main Office) 
Gentlemen: Please cond me... pairs sipper boots at $2.95. 
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Weber and Heilbroner 


10 STORES IN THE METROPOLITAN AREA 











As An Aid in Identification 


How often has a customer dropped 
into your shoe department and said 
“One of your salesmen fitted me per- 
fectly to a pair of shoes last time. I 
would like to have him wait on me 
again, but can’t for the life of me re- 
member his name.” 


Business cards given by the sales- 
men to each customer as she leaves 
will help her remember the salesman’s 
name. A further step is taken by a 
Chicago department store by having 
photographs of the salesmen printed 
on the back of their business cards on 
the theory that these cards can be lost 
or mislaid by the customer just as 
easily, but the novelty of the idea may 
induce the customer to hang on to the 
card a little longer. And during that 
time she may associate the salesman’s 
face with the name on the other side. 

* * 7 

“They Walk Millions of Miles With 
the Greatest of Ease” 

(Labiche’s, New Orleans) 
* 7. * 


_ Selling Slippers in January, Too 


A clever way to clean up leftover 
Christmas slippers and also extend 
sales volume on these lines past 
Christmas has been developed by the 
men’s shoe department of Union-May- 
Stern in St. Louis. 

Men’s robes, a leading item in the 
men’s clothing department, are dis- 
played on a rack along one wall 
of the shoe department, and the store 
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IDEA 


O. P. Ideator—‘“For the past ten minutes I’ve been 
fascinated trying to figure out what that girl in the 
center of that oval display is writing on those cards 
that she is handing to the customers. Tell me, what 
do they say?” 

Buyer—“Oh, that’s one phase of our high speed 
merchandising plan. It all originated as an aid to 
help the salesman tell more quickly what style shoe 
the customer wants to see. As you will notice we 
have a very large department here and a great many 
different styles of shoes in three or four different price 
groups. Formerly it took all day for the salesman 
at the fitting stool to figure out what shoe the cus- 
tomer wanted to see.” “ 

O. P. Ideator—“But doesn’t the customer usually 
decide ahead of time from your window display what 
shoe she wants to see?” 

Buyer—“And that’s just where we got this new 
speed up idea. We decided to bring the window dis- 
play right into the store. This oval, three-tiered table 
displays one of every style shoe we carry in stock. 
The customer just picks "em out at the display and 
then goes and has ’em fitted.” 

O. P. Ideator—“But where does the girl writing 
on the card come in?” 

Buyer—“That’s where we take care of inborn hu- 
man error. How many times have you seen a customer 
come up to a salesman and say that she wants to see 








HIGH SPEED MERCHANDISING 
(New York department store buyer wishes to remain anonymous) 


such-and-such a style in the window or so-and-so num- 
ber, vaguely describing the style and number and only 


being sure of the color. Well, our little girl in the 
center, eliminates all that. As you will notice the 
customers walk around the table picking up and 
handling the shoes to see if they are worth the money. 
Then when they have picked out the number they 
like, they hand it to the girl. She jots the style num- 
ber and color preferred on a card—hands it back 
to the customer—she walks back into the fitting de- 
partment—sits down—hands the card to a salesman— 
and he brings the shoe she wants to see the first time. 
It sure saves time.” 

O. P. Ideator—‘“I can see where it should. 
me, do you use this system all the time?” 

Buyer—“No, we only find it necessary during busy 
periods such as the Christmas season, clearance sales, 
special promotions and Saturdays. And think of the 
advantage to the buyer in this arrangement. 

“For as soon as one model runs out, he can just pull 
it off the display. It’s not so easy when you have to 


Tell 


climb into the window to take a shoe out of circula- 
tion—consequently he may purposely forget about it.” 

O. P. Ideator—“Many thanks for your contribution 
to shoe store efficiency with a plan that cuts down 
the salesman’s timé spent running back and forth 
from fitting stool to stock room and allows him more 
time for accurate fitting.” 














adopted the plan of matching up one 
pair of slippers with each robe. For 
example, with a maroon silk robe, the 
store chose a maroon opera slipper, 
for a yellow terry cloth robe, a woolly 
slipper. 

In the pockets of all robes on dis- 
play, the store places a pair of the 
matched slippers; or if the robe 
doesn’t have pockets, hangs them on 
the hanger with the robe. Thirty 
pair of slippers are thus strategically 
placed for spontaneous buying. 

With many men coming in after 
Christmas to exchange robes that are 
of the wrong size or color preference, 
the slippers are bound to be noticed. 
For as the customer tries on a robe, 
he naturally put his hands in the 
poekets and inquires of the salesman 
the meaning of the slippers. This 
gives the salesman a chance to sell 
the slippers on an ensemble basis— 
in many cases turning an unprofitable 
exchange into the sale of a carefully 
matched pair of slippers. This pro- 
motion is continued through January 
and sells practically every last pair of 
slippers in stock. 


Is It Practical? 


We have heard of several stores in 
other lines of business that have 
worked out a plan whereby customers 
may buy goods at present prices and 
the store will store them for the 
customer until Spring or until any 
future date that the purchaser desires. 

Here is an idea that may work out 
in the shoe business. Customers 
might buy the shoes now or just put 
a deposit on them and be sure of 
being able to get the shoes in the 
Spring at no increase in price. It 
might increase your business at this 
time of the year and gain considerable 
goodwill from your regular customers 
who could save on future shoe prices. 


* = * 
What's New? 


Here’s one seen in the French, 
Shriner and Urner men’s shop, Madi- 
son Avenue at 45th Street, New York 
City. The store is unusual in that it 
is about twice as wide as it is deep. In 
the center of the back wall a vertical 
glass show case has been constructed. 
It is about two and a half feet square 
by one foot deep and constructed next 
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to the floor. On the back wall is a 
picture of the head and shoulders of 
a man in full evening dress against a 
zebra striped background. Before him 
are displayed several of the store’s 
latest styles in evening shoes. The dis- 
play is illuminated at night and is a 
real “window shopper stopper” dur- 
ing the evening hours when the win- 
dows and rest of the store are dark. 
* _ * 


A Man’s Window 


The Benedetti Shoe Store, 530 
Seventh Avenue, New York City, has 
a window display that will appeal to 
any he man, with richly polished 
shoes, natural wood background and 
leather skins hung from the walls. 
But here is a new touch: 

Platform fixtures made of wood— 
one in the form of a two-foot circle. 
wnother in the shape of an artist’s 
palette, etc—are placed around the 
room. These fixtures are covered by 
leather stretched over their surface 
and fastened at the edge with large 
studded nails, the surface of the 
leather being shined to bring out a 
high luster. 








$10 PRIZE-WINNING 


Pet Peeves 


OF SHOE SALESPEOPLE 


Submitted by MR. LAWRENCE SILBERMAN 
Geiger & Strauss Shoe Shop, Richmond, Virginia 


I. My Pet Peeve is the 250-pound woman with badly broken-down 


feet, who wants nothing but a high-heel, light-weight shoe. 


2. Peeve breaker!—Tactfully suggest a smart oxford with Scuffless 
“Pyraheel” and a foundation strong enough to support her weight. 
Explain how these heels, in addition to being scuffless, have the 
wearing qualities of a solid leather heel, but are lighter in weight. 


You can avoid complaints by specifying 
Du Pont Scuffless “Pyraheel” plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra — 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 
and scuffing—and look new as long as cus- 
tomers wear the shoes. Remember to specify 
Scuffless heels on your next order. 





HOW TO WIN $10 


Shee Salesmen —Send in your “Pet 
Peeves” like the two above. For every 
set used, Du Pont will pay you $10. 
(n case identical “peeves” are submit- 
ted by more than one person, the $10. 
will be paid tor the pale received rst. 
E. 1. du Pent de Nemours & Co. (inc.), 
Plastics Department, Arlington, N. J. 
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tory joint returns for husband and 
wives, the compulsory savings plan 
based on the withholding scheme, and 
a compulsory purchasing of defense 
bonds and stamps to be based on sales. 


According to the Department of 
Commerce, Christmas buying during 
December, 1941, is expected to reach a 
total of $5,500,000,000, an increase of 
$750,000,000 or 16 per cent over the 
December, 1940, total, and 15 per cent 
over the bumper month of December, 
1929. 


ad ~ * 


Because OPM fears that owners of 
stock piles of critical materials may 
“chew up” existing stocks, or falsely 
process materials in order to evade 
possible requisitioning, the Inventory 
Control and Requisitions Section of 
OPM has announced recently that no 
requisitioning is contemplated at the 
present. 

The attempt to control such materials 
is going to operate through inventories, 
by forbidding their use rather than 
taking title. Though one method seems 
about as difficult to administer as the 
other, it is expected that patriotic mo- 
tives will prevent avoidance of the 
orders. 

Violators are threatened with ad- 
verse publicity, the revocation of li- 
censes and permits through cooperation 
with state and local authorities, and 
loss of government contracts. 


Canada Further Restricts 
Use of Rubber 


MONTREAL, CAN.—Canadian Govern- 
ment officials are drafting new regula- 
tions restricting use of crude rubber 
in manufacture of civilian goods in 
Canada to the extent that use of rubber 
for non-essentials will be eliminated. 

The regulations also will virtually 
cut off all Canadian exports of rubber 
articles for civilian customers. These 
articles include such things as storm 
rubbers and rubber sport shoes. 

“In view of the situation in the Pa- 
cific, the United States and Canada are 
faced with a serious shortage of rub- 
ber, and most of the available supplies 
must be channelled into absolutely es- 
sential war industries,” one source said. 

All rubber stocks in Canada were 
placed under control earlier this year. 
Rubber not now being processed is 
either in the possession of the Govern- 
ment-owned Fairmont Company, Ltd., 
or under Government regulation. 

At present the Government is releas- 
ing to civilian manufacturers up to 80 
per cent of their average monthly con- 
sumption during the basic period from 
June 1, 1940, to May 31, 1941. The 
order calls for reduction of this per- 
centage to 75 per cent in January and 
to 70 per cent in February. 
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*NATIONAL NEWS® 


SHOE TRADE 


Shoe 


News 


Leather Ceiling to Control Shoe Prices 





Purpose te Prevent Rapid Rise in Finished Leather Products 
Due to Military Needs and Curtailment of 
Hide and Skin Supplies 


WASHINGTON, D. C.—A ceiling on 
leather based on prices as of the Nov. 6- 
Dec. 6 period was fixed by OPA on Dec. 
25 for all types, grades and quantities. 
Price Administrator Leon Henderson 
said that the order, effective Dec. 29, 
was issued to forestall price rises in 
shoes and other finished leather prod- 
ucts likely to occur because of greatly 
increased demands for leather and 
leather products. The schedule is tem- 
porary pending revision after study. 
(Full text of ceiling order on Page 23.) 

“Greatly increased demands for leath- 
er and leather raw materials already 
are developing as result of our own ex- 
panding army and navy and the need 
to help our allies,” said Mr. Henderson. 
“At the same time many foreign sources 
of hides and skins will be cut off for 
the time being because of the war at 
sea. Taken together, these factors spell 
great pressure for higher leather prices. 
The emergency price schedule is in- 
tended to prevent this.” 

All forms of selling, excepting retail, 
are covered by the new schedule and the 
term “leather” is so defined as to in- 
clude whole pieces or cut stock, as well 
as shearlings. Contracts entered into 
before the schedule’s effective date, may 
be completed at the contract prices, 
even though these may be above the 
new ceilings. 

The method of determining the maxi- 
mum prices for each seller of leather 
is set forth in the schedule as follows: 

The maximum price shall be the high- 
est price contracted for or received by 
the seller for the sale or delivery during 
the base period, of leather of the same 
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type, quality and grade to a purchaser 
of the same general class. 

If during said period no such sale or 
delivery was made, the maximum price 
shall be a price in line with the maxi- 
mum prices for related types, etc., of 
leather, determined in accordance with 
the foregoing paragraph. 

No seller of leather shall increase the 
maximum prices established by the 
schedule by requiring a purchaser to 
pay new transportation, or other 
charges in connection with a sale or de- 
livery which such purchaser would not 
have borne during said period. 

Meanwhile, OPM acted Dec. 26, to 
grant a further exemption to the tire 
and rubber limitation order of Dec. 19, 
M-15-b, to permit manufacturers to 
process rubber at the November, 1941, 
rate in the case of “soles, taps and 
soling strips made of black composition 
only.” 


St. Louis Mfrs. Set Dates 
For New York Showing 


Sr. Louis, Mo.—The St. Louis Shoe 
Manufacturers Association and the 
Shoe Manufacturers Board of Trade of 
New York by joint agreement have de- 
cided upon May 4, 5, 6 and 7, 1942, as 
the dates for the next semi-annual 
showing of Fall Footwear Fashions, A. 
M. Burton, secretary-manager of the 
St. Louis organization announced re- 
cently. The dates were set after a con- 
ference with George Miller, president 
of I. Miller & Sons, acting for the New 
York group. The hotels at which the 
showings are to be held have not as yet 
been selected. 
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Canada Freezes Retail 
Shoe Prices 


MONTREAL, CAN.—Retail prices of 
shoes in Canada must not exceed the 
maximum charged during the period 
between Sept. 15 and Oct. 11, and the 
trade must bear the 15 to 20 per. cent 
increase in cost, it was announced by 
G. Elmer Johnston, national footwear 
director of the Wartime Prices and 
Trade Board. 

Following conferences within the in- 
dustry, Mr. Johnston said, an agree- 
ment had been reached that four per 
cent of the maximum recognized in- 
crease of 15 per cent shall be borne by 
the shoe retailers if they buy direct 
from the manufacturers, and if they 
buy through wholesalers, the four per 
cent must be shared by the wholesalers 
and retailers. The manufacturer must 
absorb four per cent, and meetings are 
being held to determine the proportion 
of the remaining seven per cent to be 
absorbed by the tanners and primary 
producers. 

Mr. Johnston said the solution would 
not inflict hardship on any one section 
of the boot and shoe industry. It had 
been arrived at through conferences 
held by the manufacturers, wholesalers 
and retailers, so that the trade itself 
“becomes an active participant in the 
warfare against inflation.” 


Hill Joins Slipper Firm 


HACKENSACK, N. J.— Edward Hill 
recently announced his resignation as 
sales manager of the Vincent Horwitz 
Co., Inc., and his affiliation with S. 
Goldberg & Co., Inc., this city, manu- 
facturers of felt, leather and novelty 
slippers. 

Mr. Hill has already assumed his 
new duties and will shortly call on the 
trade in the Middle West with his 
complete new line. 





Oldest Heywood Employees Retire 


Cornelius O'Sullivan, left, and Erick Ljungquist, who, until their recent retirement, 

were the oldest employees of the Heywood Boot and Shoe Co., Worcester, Mass., 

are shown here comparing a pair of old Congress boots with a pair of modern 

sport shoes. In the background is a panel with some of the tools used in the days 

before shoe machinery came into the picture. Both men had been with the com- 

pany for 55 years, having begun work when the company was headed by Samuel 
R. Heywood, grandfather of Chester D. Heywood, now president. 





Drummond Named Chicago 
Shoe Travelers Head 


Cuicaco, ILL.—William Drummond, 
a veteran member of the Shoe Travel- 
ers Association of Chicago, was elected 
president at the annual meeting De- 
cember 20. Mr. Drummond is also 
office manager for the association and 
has been active in the Central States 
Shoe Fair and the monthly shows of 
the Chicago association. 

Sid Armstrong, representative of the 
Brown Shoe Company, is vice-presi- 
dent, and Eugene Bailey, representa- 
tive of Adams Bros., is secretary. 

The new officers were installed fol- 
lowing a buffet luncheon at the Hotel 
Morrison December 28. The new di- 
rectors, as announced by Mr. Drum- 
mond are Norman Souther, U. K. 
Allen and Ira Mack. Norman Souther 
is chairman of the publicity committee, 
George Slater, Mr. Mack and Mr. Allen 
are on entertainment committee, Sam 
Appel, welfare; Dennison F. Groves, 
employment, and John Ruckman, insur- 
ance. Serving on the membership 
committee are Ralph Walpe, Mr. Allen. 
Mr. Slater and Joe Messner. 


G. H. Bass Moves N. Y. Office 


New York—The G. H. Bass Co., for- 
merly at 11 West 42 Street, is now 
located at 47 West 34 Street. Douglas 
B. McIntosh remains in charge of the 
New York office. 


Boston Travelers Hear 
Of Need for Conservation 


Boston, Mass.—Members of the Bos- 
ton Shoe Travelers’ Association who 
attended the annual meeting of that 
organization, held here December 20, 
were told by E. C. Shoup, regional busi- 
ness consultant of the Bureau of For- 
eign and Domestic Commerce, that 
“while the shoe industry is an essential 
factor in the war economy of the coun- 
try and while there is no disposition on 
the part of Government to interfere 
with the production of consumer goods 
and more than is absolutely nécessary 
to the war effort, nevertheless, in com- 
mon with other industries, it owes an 
extra obligation—the obligation of con- 
servation.” 

“The shoe industry,” Mr. Shoup said, 
“must conserve materials through sim- 
plification of the finished product, and 
through substitution of the more plenti- 
ful materials. It must conserve all 
possible man-power, simplify proce- 
dures, economize in the use of trans- 
portation facilities. In short, its part 
in the war is to deliver the maximum 
possible utliity to consumers and to the 
armed forces for the least expendi- 
ture of resources. 

“This war, to a greater extent than 
any other war in history, is making 
insatiable demands upon human and 
material resources. Human labor, spe- 
cialized skills and management in par- 
ticular wlil be urgently needed from 
here on. Skilled and energetic use of 


these will be one of the shoe industry’s 
patriotic and irreplaceable contribu- 
tions.” 

The meeting, preceded by a luncheon, 
ended with the election of the follow- 
ing officers: 

President, A. P. Richards; Vice- 
President, Thomas F. McDevitt; Sec- 
retary-Treasurer, Thomas A. Delany; 
Executive Committee, Cedric D. Wat- 
son, Lawrence L. Cashin, Frank C. 
Fowler, and Clay Emerson. Mr. Delany 
was also appointed to represent the 
association at the convention of the 
National Shoe Travelers’ Association. 


Offers Course in Shoe Selling 


PHILADELPHIA, Pa.— The Philadel- 
phia Board of Education is offering a 
free course in selling shoes for begin- 
ning salespersons. The course will be 
held at the William Penn High School 
on seven successive evenings, beginning 
February 9. Registration for the course 
will be held at the school February 
2, 3 and 4. 

The purpose of the course is to help 
the beginning salesperson to sell shoes 
and to satisfy customers. Information 
will be given regarding the anatomy 
of the*foot; construction of different 
types of shoes and the leathers and 
fabrics used will be studied; selling 
techniques will be demonstrated and 
the principles of shoe fitting will be 
discussed, and members of the class 
will have practice in fitting shoes. 


Shoe Men Recovering 
From Auto Accident 


Los ANGELES, CALIF.—Frank Simons, 
Florsheim’s salesman for the men’s line 
in Southern California, is well on the 
road to recavery following his serious 
automobile accident of several weeks 
ago. He will probably be in the Cali- 
fornia Lutheran Hospital, this city, un- 
til around the middle of January. 

Claude E. Jones, who was driving 
Simon’s car at the time of the accident 
and who also has the Florsheim men’s 
line in this same section, is still con- 
fined to his Hermosa Beach (Calif.) 
home, but is making rapid recovery and 
expects to be back on his feet this 
month, too. 


Trade-in Sale Brings Results 


ABILENE, KAN.—Robbins Shoe Stores, 
here, sponsored a trade-in shoe sale 
for three weeks preceding Christmas. 
The plan included a discount on old 
shoes traded in, a donation to local 
charities by the store of 25c. on every 
pair of shoes purchased, and repair of 
the old shoes which were then turned 
over to charitable organizations. 

D. R. Robbins was enthusiastic over 
the success of the plan. Sales jumped 
encouragingly on its operation. Cus- 
tomers-were satisfied that, while they 
were saving money, their old shoes were 
being given to the needy who could get 
service from them. 
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A. E. Koecher Named 
Milwaukee Branch Manager 


CoLumBus, On10—A. E. Koecher has 
been recently appointed Milwaukee 
branch manager of Gordon A. Brawley 
& Associates, distributors of shoe ma- 
terials and supplies. 


A. E. KOECHER 


Mr. Koecher had been connected with 
various firms in the Milwaukee section 
for many years prior to his present 
position, including the Edmond Shoe 
Company, the James Shoe Company, 
the Ogden Shoe Company, the Crad- 
dock-Terry Company—both in Mil- 
waukee and Lynchburg, Virginia—the 
Mayville Shoe Company, and then to 
the Irving Drew Company at Lancaster. 

Mr. Koecher will travel Wisconsin, 
Minnesota, and Illinois, presenting lines 
of well-established firms represented 
by Gordon A. Brawley & Associates, 
who also operate offices in Columbus, 
Harrisburg and Nashville. 


F. E. White Opens 
Women’s Sports Shop 


SANTA Ana, CaLir.—Fred E. White. 
long identified with retailing fine shoes 
in Los Angeles, has started a sports- 
wear and footwear shop for women in 
this city. His Los Angeles experience 


starts back with the Gude Shoe 
Co. He then went in business for him- 
self in 1909. At one time he was asso- 
ciated with Kurt Wolfelt in the Wol- 
felt-White Shoe Co. This business was 
closed out this past Fall. 

For several months, Mr. White 
searched for a suitable location, then 
decided on locating in this city. He felt 
the need of having something more 
than just shoes, so as Mrs. White was 
well versed in the sportswear business, 
the new venture includes both shoes 
and sportswear. 

Opening publicity centered around 
the theme of “Bringing Fifth Avenue 
to Fourth Street in our new Sports 
Shop.” 

All shoes stocked are of the sport 
type, with $12.75 as top price. 
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3 r Blades for Britain” 

A new division of Bundles for Bri- 
tain, Inc., 745 Fifth Avenue, called 
“Razor Blades for Britain,” recently 
formed to help meet repeated appeals 
from the British for new razor blades, 
seeks the support of every man in the 
United States who appreciates the re- 
lationship between a clean shave and 
morale. 

“Undoubtedly, there are many men 
in America, who, unable to donate a 
bundle of clothing or make a cash con- 
tribution, will welcome the opportunity 
to send a package or so of new razor 
blades to some man in England who 


needs these seeming trifles tut who is 
unable to buy them,” said Lowell 
Thomas, chairman and well known 
traveler and commentator. 

“We hope to encourage such men to 
donate these blades. We are asking 
men to make four blades do the work 
of five and give the fifth to us so that 
we may forward it to some less for- 
tunate man in the British Isles.” 

According to Mr. Thomas, the over- 
whelming demand for steel in al! lines 
of defense industry in Britain makes 
it virtually impossible to meet the need 
for new razor blades, without which a 
man cannot keep himself presentable. 


3! 
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Latest Army Orders 


Boston, Mass.—Following the open- 
ing of informal bids, the Army has 
awarded contracts covering the manu- 
facture of 300,000 pairs of regulation 
service shoes. These awards were made 
under what is known as an “immediate 
action procurement,” meaning that the 
shoes are to be made and delivered as 
quickly as possible, The final delivery 
date has been set as January 31. Con- 
tracts were awarded at prices ranging 
from $3.50 to $3.62 per pair, substan- 
tially unchanged from those at which 
the last contracts were let. Successful 
bidders were: 

Leather-soled shoes—J. F. McElwain 
Shoe Co., 20,000 pairs at $3.50; Endi- 
cott-Johnson Corporation, 30,000 at $3,- 
-585; International Shoe Co., 60,000 at 
$3.60; Brown Shoe Co., 45,000 at $3.62; 
Weyenberg Shoe Mfg. Co., 12,000 at 
$3.62; Craddock-Terry Shoe Corpora- 
tion, 13,500 at $3.62; Ansin Shoe Mfg. 
Co., 50,000 at $3.62; Belleville Shoe 
Mfg. Co., 14,500 at $3.62. 

Composition-soled sh oes—Holland- 
Racine Shoes, Inc., 20,000 at $3.45; 
Brown Shoe Co., 35,000 at $3.45. 

Informal bids were opened January 
2 on 200,000 pairs of composition rub- 
ber taps for half-soling service shoes. 

Informal bids covering the manufac- 
ture of 579,500 pairs of composition 
rubber taps for use in shoe repair shops 
which have been set up in Army Depots 
throughout the country, were opened 
at the Boston Army Base on December 
29. These are to be delivered to Boston, 
Atlanta, Chicago, San Antonio, and 
Ogden, Utah. This quantity is to be 
about evenly divided between the lami- 
nated type of composition soling and 
the cord type. All deliveries are to be 
completed before March 16. 

Awards of contracts to make approxi- 
mately 1,500,000 pairs of brown cotton 
laces for use in the garrison oxford 
also have been announced here. Of this 
quantity, 1,000.000 pairs are to be made 
by the Pawtucket Standard Braid Co., 
at 1.46 cents per pair; the balance is 
evenly divided between Joyal & ‘Van 
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Honored for Store Service Record 


Gathered to do honor to Mr. Morlock at a testimonial dinner were all members of 
the sales force in the New York stores of French, Shriner & Urner. Seated at the 
head of the table are, left to right: B. Benes, manager of the Radio City store; 
J. J. Viccaro, manager of the store at 350 Madison Ave.; Mr. Morlock, and F. O. Hale, 
general manager of the retail stores of the company. At the left, below, is the plaque 
autographed by all the employees of the company throughout the United States. 


New York — Members of the sales 
personnel of the French, Shriner & 
Urner shoe stores in New York got 
together a short. time ago to give one 
of their managers a testimonial dinner 
for his long record of service with the 
retail branch of the company. He is 
Charles R. Morlock, manager of the 
store at 253 West 57th Street. 

Mr. Morlock is the oldest employee of 
the firm in their retail branch in point 
of service, having been with the com- 
pany for 45 years. More remarkable 
is the fact that during this entire pe- 
riod of time he has not missed a single 
day’s work outside of vacations. 

In recognition of his years of service 
he was presented with a check and a 
gold pen and pencil set. In addition he 
received a plaque carrying the names 
of all the firm’s employees throughout 
the country. 





Dale Co., Pawtucket, R. I., and the 
Hickory Shoe Lace Mfg. Co., of Hick- 
ory, N. C., at 1.5 cents per pair. 

An “immediate action” order for 
6,085 pairs of garrison oxford lasts has 
been placed by the local Quartermaster 
Corps here. Sharing in the order are 
McNichol & Taylor, Inc., Lynn, Mass., 
983 pairs; Woodart & Wright Last Co., 
East Bridgewater, Mass., 980 pairs; 
Jones & Vining Co., Brockton, Mass., 
972 pairs; Arnold Bros. & Co.. East 
Weymouth, Mass., 1,077 pairs; George 
E. Belcher Co., Stoughton, Mass., 1,006 
pairs; and United Last Co., Lawrence, 
Mass., 1,067 pairs—all at a flat price of 
$1.68 per pair. 

Invitations to bid informally on 8860,- 
008 pairs of garrison oxfords for the 
regular Army have been mailed to man- 
ufacturers from the local Army Base. 
These bids, to be used as a starting 
point in arriving at negotiated con- 
tracts, will be opened January 7. Forty 
per cent delivery is required on or be- 


fore March 31; the balance on or before 
April 30. The maximum award to any 
one manufacturer will be 220,002 pairs; 
the minimum, 25,000 pairs. 

Miscellaneous contracts have been 
awarded as follows: 

Glencairn Mfg. Co., 50,000 pairs of 
tan laces for use in garrison oxfords 
at 1.55 cents per pair; A. R. Hyde & 
Sons Co., 12 pairs of experimental ser- 
vice shoes at $3.90 per pair; Hood Rub- 
ber Co., 100 pairs of hip rubber boots 
at $3.77 per pair, and 100 pairs of all- 
rubber arctics at $2.50 per pair; 
Charles A. Eaton Co., 240 pairs of 
leather laced boots at $11.36 per pair; 
G. H. Bass Co., 4 pairs of leather boots 
at $14.25 per pair; A. Sandler Co., 94 
pairs of ski boots at $7.54, and 28 
pairs at $7.44; Bates Shoe Co., 84 pairs 
of ski boots at $7.81; United States 
Rubbér Co., 200 pairs of all-rubber arc- 
tics at $2.36; and Hood Rubber Co., 
100 pairs of knee rubber boots at $2.71 
per pair. 
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Sport Shoes for Defense 
[CONTINUED FROM PAGE 17] 


women. Housewives came in large 
numbers. 

Forgetting, for a moment, the serious 
import of keeping fit for defense, there 
is the other side of the picture... 
keeping fit for fun. Every year more 
sports are added to the list of women’s 
pastimes. Some, like bicycling, bowling 
and roller skating, are old favorites 
which have been enthusiastically re- 
vived in the past few years. The popu- 
larity of bicycling can be seen in every 
country road or park pathway. Bowling, 
now a sport for nine months of the year, 
owes its revival to the owners of bowl- 
ing alleys who have brought their 
places up to date and made them suit- 
able and pleasant for women. Leagues 
of women bowlers formed in the big in- 
dustrial plants and department stores 
have also increased the current interest 
in the sport. Soft ball is another sport 
which is increasingly popular among 
women. Their gay satin shorts, shirts 
and caps make them look as profes- 
sional as any baseball team. 

Among the classic favorites for 
Spring and Summer, you have, of 
course, tennis and golf and, best of all 
exercise, walking. We show you shoes 
for all three, as well as for bicycling, 
soft ball, roller skating and bowling. 
We say, make this a big sport shoe 
year. Everyone is more alert, more 
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active, more anxious to be strong and 
fit, than ever before in our history. 
The army authorities have found that 
the young men of the nation are not 
as fit as they should be. Probably the 
same is true of even the young women 
and girls. Now is the time to cultivate 
the desire for strong, healthy bodies in 
women of every age. You can help in 
that worthwhile goal by the way you 
promote your sport shoes. 


A. C. Lawrence 
Issues Statement 


PEABoDY, Mass.— A. C. Lawrence 
Leather Company has issued its annual 
statement for the fiscal year ending 
October 31, 1941. Net earnings for this 
period, after deduction of all costs and 
expenses which include interest, inven- 
tory adjustments, and reserves for 
taxes, amounted to $1,585,250. Sales 
were in excess of $30,000,000, an in- 
crease over the figure for the previous 
year. The Board of Directors of the 
company voted to declare a dividend of 
50c. a share (5 per cent) on the capital 
stock of the company, payable on De- 
cember 27, 1941 to shareholders of rec- 
ord on December 15th. 

Harold N. Goodspeed, president of 
the company, said in his message to the 
shareholders: “Our company, as well as 
the entire leather industry, has been 
extremely busy during 1941. Practi- 
cally all of our major departments have 


A. SANDLER CO., ESSEX AT SOUTH $T., BOSTON, MASS. 
N. Y. Office, 47 W. 34th St. (Marbridge Bidg.) 


SPORTMASTER, SPORTSTER AND SANDLER SKI-BOOTS 
Largest Makers of Ski-Boots for the U. 8S. Army 





operated at capacity, many of them 
furnishing substantial quantities of 
leather for defense purposes. Some de- 
partments operated most entirely on 
leather for government uses.” 


Oldest Business in Town 


Santa ANA, CaALir.—John Sebastian, 
who started his retail shoe store here in 
1905, has the honor of being the oldest 
shoe man and having the oldest shoe 
store in this city. He is on the floor 
every day of the year, assisting his 
son, W. J. (Bill) Sebastian, in the op- 
eration of the store. 


Opens Second Women’s Shop 


ELIZABETH, N. J.—Harry Greenberg, 
who operates a women’s Physical Cul- 
ture Shoe Store here, has _ recently 
opened his second store at 113 Halsey 
Street, Newark. 

The new shop is designed in a semi- 
parlor arrangement with blue and gray 
the dominant color scheme. The entire 
length of one wall is lined with an at- 
tractive series of modernistic displays. 
Gray stock shelving covers the opposite 
wall. The rear of the store is com- 
pletely mirrored with a partitioned sec- 
tion utilized for a stockroom and office. 

Joseph Cordozo, who has had over 
20 years of shoe experience in Newark, 
will manage the new store. 
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Gilbert Shoe Employees to Buy 
$25,000 in Defense Stamps 


THIENSVILLE, Wis. — In an all-out 
demonstration of patriotism, the em- 
ployees and executives of The Gilbert 
Shoe Co., Thiensville, recently pledged 
themselves to the purchase of $25,000 
worth of defense stamps. 

The movement started when A. P. 
Gilbert, president of the company, called 
his employees together and explained 
the purpose of the stamps and sug- 
gested their purchase as an aid to the 
defense of the country. The response 
was immediate, and in a short while 
pledges for $20,400 were listed. Mr. 
Gilbert, on behalf of the company, then 
pledged the balance of $4,600 to make 
the sum an even $25,000. _ 

The company presented each em- 
ployee with a defense stamp album, 
containing an initial deposit in the 
amount pledged. One person has been 
appointed in each department to sell 
stamps on a certain day each week. 
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*Round the Trade... 





COLORADO: After 25 years in busi- 
ness in Boulder, John La Torra, propri- 
etor of the La Torra Shoe store, is 
giving up his business, disposing of his 
stock, and leaving for California in hope 
that the lower altitude wili prove bene- 
ficial to his health which has been poor 
for some time. 


* * * 


FLORIDA: Sam H. Bailey, Jr., who was 
associated with his father in the shoe 
business in Miami for many years, is 
now stationed at Fort Jackson, S. C., 
and bears the rank of 2nd Lieutenant. 
He is insurance officer and recently re- 
ceived commendation for his activity in 
this line. His success as a shoe sales- 
man carried over into the Army and the 
official commendation read “According 
to the records he has, since September 
12, 1941, written insurance for 94% 
of the trainees who have been processed 
through this Reception Center, totalling 
over a million dollars.” The commen- 
dation was dated October 28, 1941. 

Any insurance salesman would be 
satisfied to sell over a million dollars 
worth in a period of about six weeks, 
but when a shoe salesman without spe- 
cial training in the insurance line can 
do that, it is something worthy of 
mention. 


- + * 


ILLINOIS: W. J. Corbet, president of 
C. W. Marks Shoe Co., 41 S. Wells 
Street, Chicago, a graduate of Notre 
Dame University, has been made a 
member of the board of lay trustees of 
that institution. 

Harry Hoffert, formerly with the Chi- 
eago Theatrical Shoe Co., has opened 
his own factory known as the Harry 
Hoffert Theatrical Shoe Co. 


* * * 


MISSOURI: William Jackson; men’s 
shoe buyer for Famous-Barr Company, 
St. Louis, was host at a Christmas 
party at his home for fourteen sales- 
men and their wives or friends two 
days before Christmas. Mr. and Mrs. 
Jackson served a turkey dinner with 
novelty shoe favors for the department 
salesmen, as is the annual custom. 

Immediately after the outbreak of 
war with Japan, all men’s shoe retailers 
in the city found stocks of military 
shoes drained off within a few days. 
Harvey Kopp, buyer of men’s shoes at 
Boyd-Richardson, rushed out a special 
display of them amidst Christmas slip- 
per suggestions, selling every pair 
within four days. “The only logical 
reason for the sudden demand is that 
new enlistees buy their military shoes 
before even going to the enlistment 
office,” Mr. Kopp said. 

Eighteen downtown shoe stores re- 
ported the same situation—a sudden 
rush on military shoes at any price. 


NEW YORK: Carl P. Sickler, well 
known shoe retailer on Main Street, 
Buffalo, who has been confined in the 
Buffalo General Hospital for the past 
three months, is now able to be about. 
Mr. Sickler is a director of the New 
York State Shoe Retailers Association 
and also of the Buffalo Association. 

Isaac Dickman, of Dickman’s Shoe 
Store, 33 Lee Ave., Brooklyn, in a 
patriotic gesture which also has created 
sales interest in his store, gives a 10- 
cent defense stamp with each shoe pur- 
chase. 

Announcement is made of the en- 
gagement of Miss Helen Adolphine 
Barker of Edgerton Street to Ernest 
Raymond Park, East Avenue shoe re- 
tailer and director and former president 
of the New York State Shoe Retailers 
Association. Mr. Park is one of the 
sons of Ernest N. Park, Syracuse shoe 
retailer and twice president of the asso- 
ciation, all engaged in the retail shoe 
business. 

Immediately after the declaration of 
war against the United States by Ger- 
many and Italy, the Rochester Master 
Shoe Rebuilders Association went on 
record for complete support of Ameri- 
ca’s war effort. Ninety-eight per cent 
of its members are of Italian descent. 

*~ * 7 


WASHINGTON: That retail shoe deal- 
ers will play their full part in the en- 
larging picture for national defense 
goes without saying. One of the first 
chosen to take an active part in Spo- 
kane is Otto Warn, of Warn and Warn, 
who has been selected as chairman of 
the committee in charge of commercial 
and professional contributions in the 
Red Cross Drive underway here. 
+ * 7” 


VIRGINIA: Twenty-seven members 
have been added to the roster of the 


Craddock-Terry Shoe Corporation’s 
Quarter-Century Club which now has a 
total enrollment of 230. S. T. Fulks 
was elected president of the organiza- 
tion, made up of employees with long 
service records. Other officers are Dave 
Overstreet, vice-president; E. O. Martin, 
secretary-treasurer, and W. P. Almond 
and J. D. Hughes, trustees. 


* * - 


WISCONSIN: Joe Golob, immigrant 
Yugoslav lad employed by the Armour 
Leather Co., Sheboygan, demonstrated 
his faith in his adopted land when he 
recently sold his house and put every 
dollar of it into United States defense 
bonds. 

Leon Savin, Racine Dry Goods Co., 
Racine, enjoyed a happier Christmas by 
virtue of his contribution of 200 pairs 
of shoes to the Good Fellers’ fund for 
the city’s needy. The shoes were styles 
not currently being stocked but were 
new and serviceable. 

Abrahamson’s Family Shoe store in 
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Superior believes in giving Uncle Sam 

. hand and as a consequence is offering 
U. S. defense stamps as sales pre- 
miums. Two per cent of each dollar 
spent at the shoe store is being re- 
turned to the customer in defense 
stamps. 

Private Hebert E. McLaughlin, 31, a 
former shoe salesman in the Shawano 
territory, was killed in the Japanese 
bombardment of Hickam Field, Hawaii, 
on Dec. 7, according to word received 
by his mother. 

Also Corp. Malachy J. Cashen, em- 
ployed by the Big Shoe Store in Apple- 
ton during 1938-39 and before that op- 
erator of a shoe store in Green Bay, was 
one of the U. S. soldiers killed in action 
in the Japanese attack on Hawaii. 

Andrew Seeber, 80, oldest employee 
of the Copeland-Ryder Shoe Co., Jeffer- 
son, has a son, grandson and great 
grandson, all of whom are the first sons 
in their respective families. Mr. Seeber, 
representing the fourth generation of 
his family, has been employed at Cope- 
land-Ryder for 54 years. 

Carl Elliot of Wagner’s Shoe Store, 
Sheboygan, and a member of the local 
Optimist Club, recently joined with 
other members in the observance of 
Optimist Week. 

Clarence V. Hughes, Jr., a member of 
the staff of the S. J. Brouwer Shoe Co. 
store in West Allis, was married re- 
cently to Gwendolyn Norton. 

E. E. Stilb of Stilb’s Shoe Store in 
Racine served as a newspaper salesman 
to raise money on Good Fellers’ Day for 
needy families for Christmas. Large 
numbers of local businessmen - partici- 
pate in the affair each year. 

Madison’s first “trailer baby” is 9%- 
pound Rosalie Stanton, whose daddy, 
Read Y. Stanton, Pittsburgh, Pa., re- 
pairs and sells shoe machinery. The 
Stantons have lived in a trailer for the 
past four years and two other children 
were born in that environment. 

The Jung Shoe Manufacturing Co., 
of Sheboygan, distributed to each of its 
197 employees a $25 U. S. defense sav- 
ings bond on Dec. 23. Bonds of similar 
value were also sent to former employ- 
ees who are now in the service. The 
company was able t> maintain a full 
production schedule during 194k» 

The Huth-James Shoe Manufacturing 
Co. was host to 91 of its employees at 
its Cedar Grove plant at a Christmas 
party. John Ekhof acted as master of 
ceremonies and officials of the company, 
E. C. Huth, William G. James and E. J. 
Beckman, all of Milwaukee, along with 
Arthur Schmidt of the Milwaukee office, 
attended the affair. 

Employees of A. F. Gallun-& Sons 
Corp., local tannery, and their families, 
held a Christmas party at the Pilgrim 
hall. A vaudeville show for children 
in the afternoon was followed by sup- 
per and dancing in the evening. 

All employees of the Ed. Schuster & 
Co., Inc., including those in the shoe 
departments of the firm’s three Milwau- 
kee stores, participated in a cash Christ- 
mas bonus from Max E. Friedmann, 
president of the firm. 
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Annual Dinner to Climax 
Two-Day Buffalo Show 


BuFrraLo, N. Y.—The Greater Buffalo 
Shoe Retailers Association and Affili- 
ated Shoe Trades will hold their annual 
stag dinner and “Get-Acquainted 
Night” party at MacDoel’s Restaurant, 
600 Main Street, Monday evening, 
January 19th. The dinner will climax 
the two-day shoe style show which will 
open on Sunday, January 18th, at the 
Hotel Statler. 

The New York State Shoe Retailers 
Association will send many of their 
officers and directors to Buffalo to 
help them celebrate this annual event. 
Charles Knox, of Batavia, N. Y., treas- 
urer of the N.Y.S.S.R.A., will install 
the newly-elected officers of the Buffalo 
Association, and William . Pidgeon, 
chaplain of the state association, will 
offer the invocation. Harry A. Chase, 
well-known secretary of the New York 
State association, will outline plans for 
the coming state convention which will 
be held in Buffalo June 14 to 16 at 
Hotel Statler. 

The guest speaker will be M. A. Mit- 
tleman, past-president of the National 
Shoe Retailers Association. John Mul- 
ler and Dr. Marvin Goll will show the 
moving pictures of the big summer 
shoe outing and Rollin N. Tuttie, well- 
known shoe traveler from East Roches- 
ter, N. Y., who has entertained the 


King and Queen of England, will head 
the entertainment. The music will be 
furnished by the Hawaiian String 
Quartette. 

Mr. Deters has been named general 
chairman of the dinner: 


Florsheim Issues 
Annual Statement 


Cuicaco, Itt.—Florsheim Shoe Com- 
pany issued its annual statement re- 
cently, as of the fiscal year ending Oc- 
tober 31, 1941. A net profit of $1,238,- 
739.29, equivalent to $3.10 per share 
on outstanding class A common stock 
and $1.55 per share on outstanding 
class B common stock was reported. 
This profit showed a gain this year 
from $2.74 on class A stock and $1.37 
on class B of the preceding year. 

In his statement to the stockholders, 
Irving S. Florsheim, president of the 
company, said: “During the year a 
substantial addition to our Harding 
Factory was completed. Machinery and 
equipment are presently being installed 
and will be in operation very shortly. 
This will provide for increased produc- 
tion and also materially improve our 
manufacturing facilities. 

“The future remains very uncertain, 
but our business continues to be ex- 
tremely active; it is well ahead of a 
year ago, and all of our factories are 
operating at full capacity.” 





Sets Goal for 1942 Production 


St. Lowls, Mo.—During the third week of December, Brown Shoe Company held a 


semi-annual sales conference of its women's and children's division. 


salesmen attended the business sessions, which were under the supervision of 


Robert Brown, sales manager. 


Much time and study was devoted to the problems 


of production for 1942. At the opening session, John A. Bush, president, said the 
American shoe industry in 1942, undoubtedly, will be called upon to supply foot- 


weer needs of civilian populations in foreign countries. 


He emphasized the fact 


that successful prosecution of the war and sound operation of business is inter- 


dependent. Brown Shoe Com 
for 1942 as seen above in th 


ny has set 17,000,000 pairs as its production goal 
display used at the meeting. Clark Gamble, vice- 


president, told the road men that the company would increase its advertising 
budget for the first 6 months of 1942 despite the fact that production is almost 
certain to be curtailed by limitations on the available supply of leather and rubber 


for 


footwear. 
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Workshoes 


oo eee ~~ 





MEN'S & BOYS’ WORK SHOES 


Shadi 


Sense Value 
In Boery Pots 


ROBERTS-HART, INC. 
KEENE, W. A. 





tate el i ie i i te Be 


Moccasins 


EA Ae Ae ee ee 


TRAIL MAKER MOCCASING 
for MEN, WOMEN and CHILDREN 
Best known 
line in Amer- 
ica. Carried 
from Coast to 
Coast by lead- 
ing merchants. 


* 
IN-STOCK 
SEND 
FOR CATALOG 


SACO-MOC SHOE CORP. "9RTL ane 


New York Office—Reom 430 Marbridge Bidg. 








Obituaries 


Robert J. Richards 


Syracuse, N. Y.—Robert J. Rich- 
ards, 38, who was manager of Thing’s 
Shoe Store here for the past 12 years, 
died recently at St. Joseph’s Hospital, 
where he underwent an operation for 
appendicitis. 

Mr. Richards was born in Philadel- 
phia and resided at Corning, N. Y., 
before coming to Syracuse. A student 
at Corning Free Academy, he was cap- 
tain of its 1923 football team. He went 
to work for the shoe company 16 years 
ago, becoming manager of the Syracuse 
store four years later. He was a mem- 
ber of the First Methodist Church at 
Corning and of Onondaga Lodge, 
F. and A. M. 

Besides his wife, Mrs. Alice Atkin- 
son Richards, he leaves. his parents, 
Mr. and Mrs. Hayes Richards, of 
Corning; two brothers, Arthur Rich- 
ards, Corning, and James Richards, of 
Troy, N. Y., and one sister, Mrs. 
George Harkness, of Wellsville. 
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Edwin Floyd Beck 


Boston, Mass.—Edwin Floyd Beck, 
secretary-treasurer and a member of 
the board of directors of the Kistler 
Leather Company of this city, and 
treasurer, as well, of the Penn Leather 
Company of Philadelphia, died recently 
at the Robert Bent Brigham Hospital, 
here, following a long illness. Funeral 
services were held in the First Baptist 
Church, Needham, Mass., in which town 
he had lived for 33 years and to which 
church he had given freely of his time 
and business ability as chief clerk and 
treasurer. 

Mr. Beck was born 57 years ago in 
Great Bend, Pa., in which town he 
received his education, where he first 
joined the staff of the Kistler Leather 
Company and from which he was trans- 
ferred to Boston soon afterwards. Here 
his rise to the position of treasurer, 
a position which he had held for fifteen 
years, was rapid. 

He was a charter member and a 
former director of the National Asso- 
ciation of Cost Accountants; a director 
of the Newton South Cooperative Bank, 
in Newton Highlands, Mass.; a charter 
member of the Needham Golf Club; 
and a 82nd degree Mason, holding 
memberships in the Norfolk Lodge A. 
F. & A. M., the Eastern Star, Consis- 
tory and the Aleppo Temple of the 
Shriners. 

Mr. Beck is survived by his widow, 
Mrs. May C. Beck, at the family home 
in Needham; by a daughter, Mrs. 
Gertrude Lamson of Boston; a son, 
Edwin C. Beck of Michigan; his mother, 
Mrs. Amanda Beck, and a sister, Miss 
Mabel B. Beck, both of Newton High- 
lands, Mass., and by two granddaugh- 
ters. 


William F. Arends 


Kansas City, Kan. — William F. 
Arends, who with his brother, Henry 
Arends, owned and operated Arends 
Shoe Store, said to be the oldest estab- 
lished in this city, died recently follow- 
ing an operation. He was 74 years old. 

The Arends store, now at the corner 
of Fifth street and Minnesota avenue, 
has been in continuous operation for 76 
years, having been established in 1865 
by the late F. A. Arends, father of the 
two sons. 

William F. Arends is survived, in 
addition to his brother, by his widow, 
Mrs. Lena Arends; by one daughter, 
Mrs. George Hedrich, of Lawrence, 
Kan.; and by a son, Barth Arends of 
this city. 


George J. Hoffman 


New YorK — George J. Hoffman, 
pioneer shoe findings salesman for 
Lyons & Company, here, passed away 
recently at the age of 76. 

Mr. Hoffman, who was with Lyons 
& Company for the past 30 years, had 
been calling on the retail shoe trade in 
the metropolitan area for about 55 
years, 


John C. Thayer 


Brooktyn, N. Y. — John Claflin 
Thayer, 80, well known shoe man in the 
metropolitan area of New York, died 
recently, here. 

For many years Mr, Thayer was 
buyer for the long-established whole- 
sale firm of A. Claflin & Co., whose 
senior member was his grandfather. 
He continued with their successor, 
Claflin, Thayer & Co., as a partner and 
executive. 

Until four years ago he was a cotton 
cloth broker in New York. 

His nearest surviving relative is a 
nephew, Royal C. Taft, of Cambridge, 
Mass. 


William C. Stahl 


MILWAUKEE, W1S.—Willliam C. Stahl, 
59, a shoe salesman for 25 years, died 
recently in a local hospital following a 
brief illness. Mr. Stahl formerly trav- 
eled for the old Mayer Boot & Shoe Co., 
Milwaukee, and more recently for the 
Peters Shoe Co., St. Louis, until he 
entered into other employment several 
months ago. He is survived by his wife, 
two sons, three brothers and four 
sisters. 


Rudolph George 


Cuicaco, Itt.—Rudolph George, a 
member of the Chicago Shoe Travelers 
Association, died recently here. He 
represented the Godding Shoe Com- 
pany of Paris, Ill., in Chicago and 
northern Illinois. 


Edward Stocker 


DetroiT, Micu.—Edward Stocker, 
veteran Detroit shoe retailer who oper- 
ated his own store on Gratiot Avenue 
for the past 33 years, died recently in 
Harper Hospital. A leader in trade 
activities, he was a former president of 
the Michigan Retail Shoe Dealers’ A’s- 
sociation, and was chairman of the 
board of the Michigan Shoe Dealers’ 
Mutual Fire Insurance Association. He 
was an active member of numerous 
fraternal and civic organizations, and a 
civic leader as well. Interment was in 
Mount Olivet Cemetery. His widow, 
three daughters, and one son survive. 


Joseph Bergheimer 


CHATTANOOGA, TENN.—Joseph Berg- 
heimer, aged 68 years, retired head of 
Joe Bergheimer & Son shoe store, 10 
West Ninth Street, died recently after 
a four months’ illness. Mr. Bergheimer 
had been in the shoe business more than 
50 years. 


Christopher White 


Cuicaco, Itt.—Christopher White, 
who formerly traveled for the Fargo- 
Halloway Shoe Company, died recently. 
He had been in poor health for several 
months. He was a member of the Wis- 
consin Shoe Travelers Association. 


Boot and Shoe Recorder 





Born to the Fitting Rule 
{CONTINUED FROM PAGE 19] 


No. 1. We all know that the sale is 
one-third made by now. 

He asks her what type of shoe she 
had in mind—something she would like. 
And she starts telling him. And he lis- 
tens. And would you believe it—he 
looks as if he is really concentrating 
and sympathizing deeply with the 
trouble she has had in being fitted prop- 
erly. 

“No,” says Mr. Brown, “your foot 
isn’t hard to fit. You ought to see the 
feet we get in here. Why, if we had 
customers like you all the time, shoe 
selling would be the simplest thing in 
the world, ha-ha.” And don’t think for 
a minute that that remark has any 
ring of oil in it: Not the way he says 
it. It is given so simply, naively and 
disarmingly that he almost has us be- 
lieving him. It’s a gift. Anyway, the 
woman looks up at him, full in the 
face, and she smiles. How do you like 
that? He’s got her confidence now. 
That’s Technique No. 2. 

Then he, tries various styles on her 
foot—not too many, say two or three. 
And he sincerely tries to fit her well 
and makes her see that they are fitted 
well around the heel and toe. Finally 
he comes to the ankles—and he grips 
the sides gently and devotes more fuss 
and time to seeing that they fit there 
than at any other part of the shoe. The 
customer sees that he is CONCERNED 
and her heart is glad. He explains 
about the metatarsal arch and pes 
cavus and she is impressed. He asks 
her to stand up and walk on them and 
she does. He doesn’t say a thing, just 
looks up at her smilingly. And she 
does the talking, and she says, “Well, 
I think those feel pretty good ——.” 

And then what do you think happens? 

Technique No. 3. 

He starts in asking her if she is 
from Centerville. It seems he had never 
seen her here before. And she starts 
in telling him where she comes from, 
and that she hasn’t been around here 
before because she had been very ill 
and had just recovered from a very 
serious operation. She talks about her- 
self and her family. Finally she rouses 
herself and says, “Mercy, I’ve been 
here so long I’ll miss my bus. Can you 
wrap up these shoes in a _ hurry, 
please?” And Mr. Brown obliges by 
making every effort to wrap them in a 
hurry so that she will not miss the bus. 
And the lady sails out saying, “Well, 
thank you very much. I must say you’ve 
been very nice, and I think I’ve got a 
nice pair of soes this time. You'll see 
me again when they wear out. I only 
hope I haven’t been too fussy. 

“Oh, no,” smiles Mr. Brown, without 
batting an eyelash. “It’s girls like you 
that make selling a pleasure. Call in 
again, won’t you, I'll always try to 
help you. 

“I will,” and she departs a happy 
customer. 
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Price Ceilings Order for Leather 


[CONTINUED FROM PAGE 23] 


ture delivery, shall submit to the Office 
of Price Administration an affirmation 
of compliance on Form 161:1, contain- 
ing a sworn statement that during such 
month all such sales were made at 
prices in compliance with this Schedule 
or with any exception therefrom or 
modification thereof. Copies of Form 
611:1 can be procured from the Office 
of Price Administration, or, provided 
that no change is made in the style and 
content of the Form and that it is re- 
produced on 8x10%” paper, they may 
be prepared by persons required to sub- 
mit affirmations of compliance here- 
under.* 

1314.57 Enforcement. In the event 
of refusal or failure to abide by the 
price limitations, record and report re- 
quirements, or other provisions of this 
Schedule, or in the event of any evasion 
or attempt to evade the price limitations 
or other provisions of this Schedule, 
the Office of Price Administration will 
invoke all appropriate sanctions at its 
command, including taking action to 
sec (a) that the Congress and the pub- 
lic are fully informed thereof; (b) that 
the powers of Government, both state 
and federal, are fully exerted in order 
to protect the public interest and the 
interests of those persons who comply 
with this Scedule; (c) that full advan- 
tage will be taken of the cooperation 
of the various political subdivisions of 
state, county, and local governments by 
calling to the attention of the proper 
authorities, failures to comply with this 
Schedule which may be regarded as 
grounds for the revocation of licenses 
and permits; and (d) that the procure- 
ment services of the Government are 
requested to refrain from selling to or 
purchasing from those persons who fail 


to comply with this Schedule. Persons 
who have evidence of the offer, receipt, 
demand or payment of prices higher 
than the maximum prices, or of any 
evasion or effort to evade the provisions 
hereof, or of speculation, or manipula- 
tion of prices of leather, or of the 
hoarding or accumulating of unneces- 
sary inventories thereof, are urged to 
communicate with the Office of Price 
Administration.* 

1314.58 Modification of the Schedule. 
Persons complaining of hardship or in- 
equity in the operation of this Schedule 
may apply to the Office of Price Admin- 
istration for approval of any modifica- 
tion thereof or exception therefrom: 
Provided, that no application under this 
section will be considered unless filed by 
persons complying with this Schedule.* 

1314.59 Definitions. When used in 
this Schedule, the term 

(a) “person” means an individual, 
partnership, association, corporation, or 
other business entity; 

(b) “leather” means the tanned or 
processed skins, other than dressed furs, 
of animals of all types; the term in- 
cludes shearlings and is applicable to 
all types, qualities and grades of leath- 
er, whether whole pieces or cut stock; 

(c) “sales at retail” means sales to 
the ultimate consumer: Provided, That 
no manufacturer, processor, purchaser 
for resale or commercial user shall be 
deemed to be an ultimate consumer.* 

1314.60 Effective date of the Sched- 
ule. This Schedule shall become effec- 
tive December 29, 1941.* 

Issued this 24th day of December, 
1941. 

/s/ Leon Henderson 
Leon Henderson 
Administrator 





J. P. Smith Plans Demonstra- 
tion for Shoe Fair Visitors 
Cuicaco, ILL.—Among the unusual 


innovations for National Shoe Fair 
visitors this year will be an “on-your- 
foot” demonstration of the scientific 
fitting qualities of Brouwer Research 
Last styles, built by Smith. A com- 
plete range of sizes will be carried in 
the J. P. Smith display room, 430A 
Hotel Stevens. Visitors will be invited 
to try on the shoes as a convincing 
method of proving footwear fit and 
comfort. 


Frost’s Celebrates 74th 


Business Anniversary 


ALBION, MicH.—Just before Christ- 
mas, Frost’s Shoe Store, here, published 
a Christmas and New Year’s greeting 
to their customers in a local paper, 
in which they announced that it was 
the 74th time they have done so. 

Copy read as follows: “Hi, there, 


Boys and Girls! You all feel pretty 
chipper this time of year, don’t you? 
And rightly so. We feel pretty chipper 
this time of year, too. You see today, 
December 18, marks our 74th year of 
service to Albion. Our grandfather 
started this business and we like carry- 
ing it on for you just as he did for your 
father and grandfather. Like him we 
have tried to make ours a pleasant 
store to shop in so that you will con- 
tinue to use our products as you grow 
older. Good luck to you—and, oh yes, 
Merry Christmas for the 74th time, and 
a Happy New Year.” 


Casual Firm Begins 
Operations in New Factory 


Los ANGELEs, CALIF.—Ryders of Cali- 
fornia have commenced operations in 
their newly-equipped factory at 1408 
N. Spring St., this city. They are pro- 
ducing a very fine quality of casuals for 
women. Salesmen are now on the road 
in nearly all territories. 





Classified and Want Ads 





FOR SALE 


WANTED TO PURCHASE 





SALESMEN WANTED 





SALESMAN FOR TEXAS 


One of America’s outstanding lines of 
In-Stock growing. girls’ Sport Shoes, 
retailing up to $4.00. Beautiful Long 
Line Play Shoes and Slippers. Will 
only consider successful salesman with 
following who is now selling in Texas, 
Drawing account to right man. See 
8. L. Asch at Fort Worth Shoe Conven- 
tion. 


GOLO SLIPPER COMPANY 
1298 Duane St., New York City 








SALESMEN WANTED 


for Texas and Oklahom: Florida ; 








Merchandise and Supplies from 
Ladies Welt Shee Factory 


Genuine Calcutta lizard skins; 1400 black; 600 
colored ; 


Snake skins: 

Heavy steel shanks, about 50,000 pr. suitable for 
ay AGE EF A 

a } — 60,000 pr. for all kinds 

Weiting. ne, ‘black: 7/16 x 3/82; 

Fiat counters, A-1 quality; 

Leather pieces ; 

Rubber metatarsal nads; 

a pio & dies (eamenens styles) ; 

Fi 

Cutting Viny © 18 x ms 

Satins, Black and Brown 


Cloths; 
RES ETT I 
lasts ; Corrective styles. 


On display at CHAS. W. STROHBECK, INC- 


WHAT HAVE YOU FOR SALE? 


Best price paid for Shoe Stores or sur- 
plus stock. 

Also purchase Gents Furnishings, Cloth- 
ing, Dry Goods and other Merchandise. 


HENRY YOUNG 


353 Canal Street, New York 
TELEPHONE: Canal 6-4591 














713 to 723 Nostrand Ave., Brooklyn, N. Y. 








a; Georgia and 
North and South STOCK. i Mississippi, L 


hed preferred. Commiss. 

be carried with non- tontiting line. In replying, 

give ref and 

HANNAHSONS SHOE COMPANY 
HAVERHILL, MASS. 














SALESMAN: For established line of Quality 

Juvenile and Growing Girls’ Welts. New 
York State; Georgia, and Florida. Apply Room 
ee Stevens Hotel, Chicago, January 5th to 
8th. 





EXPERIENCED LIVE WIRE SALESMEN 

for popular line of Play Shoes and Sandals. 
hard and soft soles, for men, women, and 
children. Good territories open. Straight com- 
mission. Address $387, care Boot & Shoe 
is aoa 100 East 42nd Street, New York, 





HELP WANTED 





SHOE STORE b tie advertised lines ; 
drawing lation approxi ly 75,000; 
Southeastern New York State; $7,500 required; 
selling reason—Contcription. Address $392, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y . 








DESIRABLE LOCATION, new front; five 
year lease; reasonable rent. Store 12 x 60’. 
Can be bought with or without shoe stock or 

equipment. Address $388, care Boot & Shoe 
a ae 100 East 42nd Street, New York, 
A 





HOE STORE—in college town; Men's and 

Women’s quality Shoes. Going business. 
Address $383, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





Mn STORE—Red Cross, Florsheim Agency; 

; lation 50,000; Metro- 
politan area. Going business. Address $375, 
care Boot & Shoe Recorder, 100 East 42nd 
Street New York, N. Y. 








WE NEED A MAN 


we want is one familiar with the 
Sole 


references and salary 








Aadress 390 —, BOOT “h, SHOE RECORDER, 
100 East 42nd Street, New York, N. Y. 








PARTNERSHIP WANTED 


AM _ interested in buying a partnership in 
established, thriving shoe business. Give com- 
plete details. Address $386, care Boot & Shoe 
eae, 100 East 42nd Street, New York, 











BUSINESS OPPORTUNITY 


EXCELLENT OPPORTUNITY for- experi- 

enced shoe store manager, with approximate- 
ly $1,000 to invest in one of the following de- 
partments: Childrens Shoes; Men’s Shoes, or 
Hosiery and Bag; in Family Shoe Store, along 
with Managing the entire store, at salary of 
$30.00 and 1% of gross business. Departments 
are now in operation in store. Address $393, 
care Boot & Shoe Recorder, 100 East 42nd 
Street. New York, N. Y. 








IFE Time Opportunity offered to right .man 

to establish himself in long established 
Juvenile Shoe Business in Brooklyn. Small in- 
vestment required. Will give fullest assistance 
and cooperation. Address $391, care Boot & 
Shoe Recorder. 100 East 42nd Street, New 
York, N. Y. 


SELL YOUR SURPLES STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes 
from retailers, jobbers and manufacturers. 
Visit our new worehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 








CASH 


Entire Stocks or — ea 
is a good time dispose of 
Sy an us ae ty a Be te 


CAMITTA SHOE COMPANY 
16 S&S. Srd St. Philadelphia, Pa 
Phone Lomba rd 2062 








SHOE STORES WANTED 
FOR CASH 


Unusual references on request 








BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


We buy for cash surplus or complete shoe stocks 
Branded cr unbranded. Generous prices. 
Write, wire or phone. 
BARSH & CEASAR 


19 N. Fourth St. —— hia, Pa. 
Phone Market ees 











WE BUY 
Entire i Lge 
Stocks. “ile randed Sh such 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Oross, Nunn-Bush, Bte. 
iBVvInNe BUBIN 


ap Reade s. Gow Oo Chure 
Phone Barclay 7-7887. New York City 














CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed 
ments. Minimum charge, 75 cents. For all other classified odvetiemaiale tt the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is daitied Wacllve wards dill be Sided fer Men alien, | In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
ws Advertisements for this page must be In our New York office on Friday of the week preceding publication. -wa 
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POSITION WANTED 


IDEAS CAN SELL MORE ——- 
already manufacturing at capacity 





Boot & Shoe. Recorder. 100 East 42nd Street, 
New York, N 





STITCHING ROOM FOREMAN; 


high and medium grade Men's and Boys’ Shoes. 
Capable of operating and fixing every machine; 
can teach help and ey production. Ex- 
cellent references. Jewish; 45 years old; mar- 
ried. NATHAN enuriz, 27 Otis Street, 
Brockton, Mass. 





EXPERIENCED SHOE MAN; 39 years of 

age; married; now connected with Western 
Department Store Chain as Buyer and Man- 
ager, desires position with stores west of 
Missouri River, or Northwest. Thorough know}l- 
edge of buying, merchandising, display, also 
radio and newspaper advertising. 19 years of 
retail experience in both independent and de- 
partment stores; six years of road experience 
representing two nationally known manufac- 
turers. Available immediately. For references 
Address $382, care Boot & Shoe Recorder, 100 
East 42nd Street. New Yorn N.Y: 








LINE WANTED 
goed and Children’s Popular Priced 
Shoes—or Line Play Shoes—for Texas 
and Oklahoma—i5 years on territory with non- 
conflitting line. Address $389, care Boot & 


Recorder, 100 East 42nd Street, New 
York, N. Y. 





HAVE steady following. Need good Women’s 
line for Michigan. Address $384, care 





Boot & Shoe Recorder, 209 South State Street. | 
Chicago, Ii. | 





Shoe Workers Join in 
Defense Stamp Plans 


MANCHEsTER, N. H.—Completion of 
plans for the purchase of $30,000 
worth of defense bonds for employees 
has been announced here by the Louis 
H. Salvage Shoe Company and the Sal- 
vage-Molloy Shoe Company. This is 
one of the largest single local pur- 
chases of bonds announced since the 
adoption by industries here of the plan 
to make it easy for workers to share 
in the purchase of these securities. 

In making the announcement, Louis 
H. Salvage, president of both com- 
panies, said that 1100 workers are in- 
volved in the plan; that the companies 
will contribute 25 per cent of the cost 
and that the remaining 75 per cent of 
the obligation will be assumed by the 
employees. When paid up, the bonds 
will become the property of the em- 
ployees who have contributed. 

Officials of the two companies plan 
to establish, early in 1942, a company- 
sponsored defense bond club whereby 
many thousands of dollars will pour 
into the United States treasury to aid 
the war effort. 
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Employees Get Double 
Holiday Dividend 


Co_umBus, On10—The Julian & Ko- 
kenge Company, shoe manufacturers, 
here, gave their 975 employees a double 
Christmas present in the form of checks 
ranging from $25.00 to $85.00 each, to 
all employees with six month’s service. 
These Christmas dividends were based 
on eight days average wage and, in most 
cases, were larger than in 1940 due to 
the fact that average weekly earnings 
showed a 30 per cent increase this year 
due to steady employment. 

The second present was the announce- 
ment of a “service holiday-dividend” to 
take effect immediately. This holiday- 
dividend is to reimburse employees of 
the company for any time lost due to 
any of the six standard holidays falling 
on a customary work day. Participa- 
tion is based on length of service, those 
with six year’s or more company ser- 
vice receiving all six holidays; five 
years, five holidays, etc. 

Christmas dividend checks were also 
sent to the twelve men now in the 
United States Services who had six 
months or more with the company, one 
check being sent to Hawaii. 


Juneau Elected Los Angeles 
Shoe Travelers Head 


Los ANGELES, CALIF.—At the recent 
annual meeting of the Shoe Travelers’ 
Association of Los Angeles, held at the 
Lankershim Hotel, here, Sam N. Juneau 
was elected president of the group for 
1942. 

Also elected were E. W. (Gene) 
Thuli, vice-president; and Ned Drey- 
fus, secretary-treasurer. 


Milwaukee Pay Rolls and 
Retail Sales Both Rise 


MILWAUKEE, Wis.—Despite unsea- 
sonably warm weather which has cur- 
tailed the sale of rubber footwear to 
some degree, local shoe dealers are par- 
ticipating in one of the most active 
Christmas shopping seasons in years. 
With merchants devoting large scale 
promotion to slippers, business in this 
line is reported brisk for all members 
of the family. Both Gimbel’s and Ed. 
Schuster & Co. have been devoting 
large space newspaper advertising 
toward boosting slipper sales. 

In a full-page advertisement, Gim- 
bel’s sketched 23 styles from its stock 
of over 25,000 slippers and invited mail 
orders with a handy blank attached. 
The store has a slipper bar for women 
on its street floor, a Saks-Fifth Avenue 
slipper salon on its second floor, and 
slippers displayed in its children’s shop 
and men’s shoe shop on the third floor. 
Schuster’s also welcomed mail and 
phone orders with coupon attached to 
advertising showing more than 30 dif- 
ferent styles for men, women and chil- 
dren. 





MERCHANTS' NEEDS 


MAKE MORE SALES 


with the original 
SHOE DOCTOR SHRINKERS 





Reller type device ' 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit lerge around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 


5] 2-0 ric are easily shrunk witb- 


Curved type tree out harm. 


Special combination offer $25.00 (fluids in. 
cluded in above prices). 


Send your order or write for detail information 


E. C. SMELTZER CO. 


BE. Gist Street, Indianapotlin, 








HOTELS 





Friendly 
SERVICE 


at rour ooorstErt 


iLennex 








Shoe dealers in both downtown and 
outlying business districts reported in- 
creases in business from 15 to 20 per 
cent during opening Christmas shop- 
ping days this year as compared with 
the same time last year. Reported as 
leaders among women’s shoes are gab- 
ardine, some with lizard and patent 
trim, and antique and alligator calf. 

Reason for the spurt in business as 
reported by merchants, can be found 
in the increased weekly pay rolls, which 
reached $3,960,000 here in October as 
compared with $3,804,000 the previous 
month. The state industrial commis- 
sion estimated that there were 21,300 
more industrial workers in Milwaukee 
this October than last, a 23 per cent 
gain; that weekly pay rolls were up 
$1,197,000, or 43.3 per cent over a year 
ago, and that average weekly earnings 
moved from $30.37 in October, 1940, 
to $34.99 in October, 1941, a 15.2 per 
cent increase. 


Shoe Department Remodeled 


Yakima, WasH. — Equipped with 
most modern shelving, display cabinets, 
and streamlined appointments, a _ re- 
modeled shoe section has been recently 
opened by the Barnes, Woodin Co. here. 
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The Shoe Industry and War 


[CONTINUED FROM PAGE 18] 


nomic dislocations caused by a war 
economy, must have definite repercus- 
sions upon the shoe industry. 

The supply picture is by no means 
uniform; resources of some materials 
are ample, while in others military de- 
mand already threatens to outstrip the 
total supply. For example, several days 
after Congress declared war, the Office 
of Production Management took im- 
mediate steps to direct the tanning and 
delivery of all shearlings for military 
uses. With the Air Corps being en- 
larged tremendously and with the pros- 
pect of large forces stationed in Arctic 
regions, the demand for warm gar- 
ments will be enormous. It is highly 
possible that little or no shearling 
leather will hereafter be available for 
the manufacture of lined slippers or 
other civilian articles. Aviators’ cloth- 
ing, parkas, helmets and mittens come 
first and all available woolskins will be 
needed to meet the government’s needs. 

Beyond the immediate question of the 
call to be made upon the shoe industry 
by the Army and Navy, there are the 
broader issues of controls or restric- 
tions. It may be necessary to conserve 
supplies in view of the dangerous and 
unpredictability surrounding imports 
of raw material. In 1941 production 
outstripped the actual consumption 
needs of the country by a wide margin. 
During a period when supplies were 
relatively free the danger of such ex- 
cessive output was primarily the indus- 
try’s own concern. But now that the 
conservation of supply is in the na- 
tional interest, unbalanced production 
is a threat to the country’s welfare. 
For that reason, it is by no means im- 
possible to anticipate a control over 
output in order to insure necessary pro- 
duction and to avoid unnecessary and 
speculative output. 

Undoubtedly, government and public 
attention will be focussed upon shoes to 
a disproportionate degree. Somehow or 
other, consumer welfare is always asso- 
ciated with shoes in critical moments 
no matter how reasonably priced foot- 
wear is for the public, no matter how 
great the value represented by the con- 
sumer’s shoe dollar. For many years, 
the shoe industry has made a striking 
contribution to the American standard 
of living by making shoes available to 
consumers at prices extremely low in 
relation to other goods and services. 
Under the inexorable pressure of war 
necessity it may now prove vital to dis- 
card certain conceptions in the shoe in- 
dustry. It will not be possible to oper- 
ate upon the assumption of unlimited 
possibilities for the promotion of vol- 
ume. Fewer shoes may have to be made, 
and in that event the industry will have 
the opportunity of making better shoes. 
Not every producer will be asked to 
make service shoes, but every producer 
and every distributor can aid the war 
effort by conserving national resources 
and by furthering the stability of prices 
and markets. 
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ALLIED KID COMPANY, New York, Boston, Philadelphia. . .< 


| BARIS SHOE COMPANY, New York City 


BARSH & CEASAR, Philadelphia, Pa...... 
BROOKS' SHOE MFG. CO., Philadelphia, Pa. 


| CAMITTA SHOE COMPANY, Philadelphia, Po.. 


DU PONT, E. |., DE NEMOURS & CO., Arlington, N. J. 


GOODWILL SHOE CO., Holliston, Mass. 
GREEN SHOE MFG. CO.., Boston, Mass... . 


| GILBERT SHOE COMPANY, Thiensville, Wis... 


HEALTH SPOT SHOE SHOPS, INC., Danville, Ili... 
HOTEL LENNOX, St. Louis, Mo. 
HUBSCHMAN, B., & SONS, INC., Philadelphia, Pa...... 


KIRSCH-BLACHER CO., INC., New York City... 
KISTLER LEATHER CO., Boston, Mass... 


NASHUA SLIPPER CO., Lowell, Mass. ; sa: 


NUNN-BUSH SHOE CO., Milwaukee, Wis. 3rd Cover 


OHIO LEATHER CO., Girard, O.. 


ROBERTS-HART, INC., Keene, N. H. 
RUBIN, IRVIN, New York City 


SACO-MOC SHOE CORP., Portland, Me. 
SANDLER, A., INC., Boston, Mass. 

SMELTZER, E. C., CO., Indianapolis, Ind. 

UNITED SHOE MACHINERY CORP., Boston, Mass. .2, 4, 6, 21 


UNITED STATES RUBBER CO., New York City... 
at 
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